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Celebrating 2s 


our 30th Anniversary in a Convention at 
The Homestead, Hot Springs, Virginia, 
July 30-31. 


In 30 years, ending July 1, 1936, this Com- 
pany collected $53,000,000 from Policy- 
holders and Annuitants, of which amount 
$28,500,000 has already been returned to 
Policyholders, Beneficiaries and Annuitants. 
This sum added to present admitted assets 
approximately equals the total of all pre- 
miums collected. 


In each of 30 years the Company's admit- 
ted assets and policyholders’ surplus have 
shown a consistent increase, with more 
dollars in dividends paid to the Policy- 
holders than the total of all death claims. 


The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 
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SE ACACIA Hon Hf 
—a = dunce 1893 


There must be merit in Acacia principles and the 

. steadfastness with which they were and are put 

' into practice, for such progress to have been made 
in a little over four decades. 
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1904 12,942 1,639,000 
1907 124,912 2,166,575 
1911 250,853 4,152,075 ACACIA IS NOW IN ITS NEW HOME 
1917 1,359,859 19,809,512 ; : : 
ini mttaste weaiebe facing the United States Capitol 
1928 27,943,661 300,925,984 ON THE MOST OUTSTANDING 
1936* 62,515,138 355,387,071 


eaeas) NON-GOVERNMENT SITE IN WASHINGTON 


ACACIA MUTUAL LIFE INSURANCE COMPANY 


‘Chartered by the Congress of the United States in 1869 


WILLIAM MONTGOMERY, President 
51 Louisiana Avenue Washington, D. C. 
Branch Offices in Sixty Principal Cities 
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Employers Favor 
Contribution Plan 





Now Participating in Salary Sav- 
ings Programs for Their 
Employes 





LARGE GAINS ARE NOTED 


Improved Conditions Responsible for 
New Interest in This Field; Op- 
portunities for Agents 





NEW YORK, July 9.—Employer 
contributions to salary savings plans, 
almost unheard of 18 months ago, have 
been increasing rapidly in recent months. 
Of the plans put in force during the 
first half of this year by the Equitable 
Life of New York, volume leader in this 
field, 45 percent were arranged with the 
employer paying part of the premium. 
The significance of this figure is height- 
ened by the sharp rise in salary savings 
business, the Equitable having had a 25 
percent increase for the first half year 
and a 50 percent rise for the month of 
June. - 
_A typical plan of employer participa- 
tion is to pay 50 cents a month toward 
the premium of each employe who has 
been on the payroll less than five years; 
75 cents for those with five to 10 years’ 
service; and $1 for those with more 
than 10 years. Even the 50-cent contri- 
bution offsets the higher cost of monthly 
premium insurance as against annual for 
a premium up to $100, as the practice 1s 
to add 6 percent to the annual premium 
and divide by 12. 

Other Plans in Use 


_ In another plan recently put into ef- 
fect, the employer pays 10 percent on 
each employe’s premium up to $2,500 of 
ordinary life insurance if he has served 
One year; 15 percent if he has served 
two; 20 percent if three; 25 percent if 
four, and 30 percent if he has had five 
or more years of service. 

According to Lloyd W. Klingman, 
who is in charge of the Equitable’s sal- 
ary savings division, the increased sale 
of these plans is because many firms 
have been making more money and want 
to give their employes some sort of 
bonus. In a typical case a prospect 
showed no interest in the plan until he 
found that he could pay part of the pre- 
nium. It developed that he had been 
considering paying a bonus, and the sal- 
ary savings plan fitted right in. 

Smaller Groups Taken 


Another reason is that with the em- 
ployer paying part of the premium it is 
possible to take smaller groups than 
otherwise. Without the employer con- 
tributing it has proven unwise to take a 
sroup with less than 30 eligible persons. 
With the employer chipping in to the 
extent of 50 cents a month per employe 
It is practicable to take a group of as 
few as 20 eligible persons. Thus the 
(CONTINUED ON PAGE 22) 








Steady Increase in Sales 
of Life Insurance Foreseen 





FIGURES SHOW UPWARD LIFT 





Home Office Men Address Atlantic 
City Convention of Loder Agency 
of Provident Mutual 





Edward W. Marshall, vice-president 
Provident Mutual Life, told the Paul 
Loder agency of Philadelphia at its an- 
nual convention at Atlantic City that all 
indications are pointing to a steady in- 
crease in life insurance sales for the re- 
mainder of the year and probably dur- 
ing 1937. 

He pointed out that sales of the 
Provident Mutual throughout the last 
15 years have practically paralleled the 
figures of the Babson index of business 
conditions, which is now definitely 
pointed upwards. Only twice in that 
period have lapse rates been lower than 
in the first three months of 1936, Mr. 
Marshall said. 

Dr. Frank M. Beresford, medical di- 
rector, said that cooperative action be- 
tween medical examiners, home office 
examiners and agents, is absolutely es- 
sential to good underwriting. He laid 
particular emphasis on the importance 
of the moral! hazard. 


Moral Hazard Important 


“The moral hazard is a poor risk 
viewed from any aspect,” he said. “It 
is not good underwriting practice to 
modify the plan or limit the amount for 
this class. Habits reflect themselves so 
often in a physical way that our further 
investigation of habits from dependable 
sources is often imperative. I am con- 
vinced that the honest estimate which a 
man’s acquaintances can give of him 
is almost as valuable a guide to us in 
selection as a record of his personal and 
family history. Ability to pay prem- 
iums can never be valid as the principal 
reason for wishing to purchase protec- 
tion. Rich in purse, an applicant may 
be bankrupt morally and physically.” 


Prospect Sources Studied 


Great interest was aroused in charts 
presented by Henry Bossert, Jr., man- 
ager agency research department, who 
announced the results of an intensive 
study of sources of prospects. He found 
that 59 percent of total business of the 
company is derived from the personal 
contacts of agents, as against leads from 
business and other sources, and that in 
64 percent of cases the agents had 
known the prospects for a year or more. 
Only 10 percent of cases closed required 
more than three interviews. Some sort 
of settlement was obtained with applica- 
tion in two-thirds of all cases closed. 


White Gives Talk 


Advertising Manager Nelson A. 
White discussed the attitude of “the 
man on the other side of the desk”—the 
prospect. He compared the reaction 
of the prospect to his own reaction dur- 
ing his interviews with advertising 
salesmen, advertising agents, etc. He 
alluded to the increasing use of direct 
mail in all fields of selling, and stated 
the agents had earned at least 567 per- 
cent profit from their direct mail invest- 





Pushing Modified Special 


Service Inspection Forms 





IN THE — $10,000-$25,000 FIELD 





Because of Depression, Class Now In- 
cludes Many Applicants For- 
merly in Higher Brackets 





NEW YORK, July 9.—Current em- 
phasis of one of the inspection compa- 
nies on its intermediate special service 
report focuses attention on the life com- 
panies’ problem of getting adequate in- 
formation on the class of policies be- 
tween $10,000 and $25,000 and particu- 
larly between $10,000 and $15,000. Some 
companies have felt that this class re- 
quired more information than that sup- 
plied in the routine report which suf- 
fices for cases up to $10,000 and yet be 
less costly than the special service, 
which is on an hourly basis plus ex- 
penses, and which is normally used 
where the application is for $25,000 or 
more although sometimes usec down to 
$15,000. 

For Middle Group 


This intermediate class of service has 
been available from inspection compa- 
nies for some years but has not been 
used to any great extent. The theory 
back of the present usefulness of the in- 
termediate report is that with incomes 
still showing the effects of the depres- 
sion, the -man who is applying for 
$10,000 to $15,000 today would probably 
be applying for $25,000 or more if times 
were what they were before 1929. Yet 
instead of the life company getting the 
special service report which it would 
automatically call for if the application 
were for $25,000 or more, it gets only the 
routine report the same as is used for 
a $1,000 case. While the applicant, with 
his reduced income, may not have so 
many temptations to become morally 
hazardous, yet he is the same man who 
under normally prosperous conditions 
would be considered to require a spe- 
cial service report. 


Promoter Type of Prospect 


At the present stage of the recovery 
cycle, home office underwriters are on 
the watch for the promoter type of pros- 
pect, whose fortunes fluctuate widely 
and who is not regarded as a good risk 
for extensive amounts. The depression 
brought about increased appreciation ot 
the importance of business morality as 
well as personal morality in passing on 
applicants. Shady business practices 
followed by gentlemen of the “sharp- 
shooter” type have been found to be a 
definite factor in underwiting. 








ments since the beginning of the com- 
pany’s direct mail service. 

W. Laurence Mason, the agency’s 
leading producer, presided during the 
business session. Awards were given 
Mr. Mason for his leadership during 
1936, to Robert E. Fox for his percent- 
age of increased business during the 
last few months, and to William Ken- 
nard for leading the agency in paid-for 
and written business during June. Over 
a million of business was settled for by 
the agency during the June drive in 
honor of President Linton. 








Negative Plan of 
Recruiting Better 


Super-enthusiasm Era Passing— 
Frankness with Agent Pros- 
pects Being Adopted 





NATURAL SELECTION WAY 





Modern Technique Treats Policy Sell- 
ing as Business, Not Utopia 
for Salesmen 





With elimination of more than 10,000 
agents who were only partially in the 
business and a substantial step toward 
prosperity in the country generally, re- 
cruiting of agents has become the out- 
standing problem confronted by general 
agents and managers, all are agreed. 

Recruiting has gone through many 
stages in development of the life insur- 
ance business. In the old days almost 
anybody would be given an agency con- 
tract who expressed a desire to try life 
insurance selling. 


Old “Pollyanna” Method 


Before and even during the depression 
many managers and general agents 
adopted a “Pollyanna” attitude, and in 
interviews with prospective agents 
painted rosy pictures of the handsome 
commissions that could be earned. They 
ignored the hard sledding that the agent 
would have as a rule during the first 
year. 

The whole machinery in the recruit- 
ing division was designed in most agen- 
cies to drag prospective agents in, fill 
them with enthusiasm, let them try their 
hand for awhile and if they did not 
within a reasonable time begin to pay 
their way, cancel the contract. The only 
drawback was that this cancelling as a 
rule was not done soon enough for the 
sake of the agents and agencies. Men 
were allowed to drag along for various 
reasons, absorbing the time of agency 
heads and supervisors, educational fa- 
cilities, even the limited financial ar- 
rangements which the agency heads 
could make, until they were well in the 
hole, and only at that point were they 
pushed out. 


Turned to Outside Lines 


When the depression came on, men 
directing in the field thought they saw a 
fine opportunity to build their person- 
nel out of good salesmen, managers, etc., 
from other lines who had lost their jobs. 
Many stock and bond salesmen were 
taken on. Agencies canvassed policy- 
holders, agents, personal friends, club 
members and every source for mana- 
gerial talent from other fields, figuring 
to get intellect-and ability which could 
be quickly adapted to life insurance sell- 
ing. Many good men were secured in 
this way, but on the whole the experi- 
ence was not particularly good. 

It was difficult for these men to come 

(CONTINUED ON PAGE 22) 








THE 





NATIONAL UNDERWRITER 





July 10, 1936 








NEW YORK, July 9.—The electro- 
cardiograph, at first viewed with hos- 
tility by field men generally, is reported 
to be gradually winning them over, al- 
though there are still some men promi- 
nent in the business who believe it to 
be more of a-liability than an asset 
when the score is all added up. Pro- 
gressively wider use of the cardiogram 
as routine procedure in large cases and 
to decide doubtful cases, has caused 
friend and foe alike to wonder how far 
its use eventually may be expected to 
go. a 
A recent survey by a prominent life 
company showed that of questionable 
cases handled by its home office diag- 
nostic ‘laboratory, the company was able 
to offer insurance, in many cases at 
standard rates, to approximately six- 
sevenths of these applicants. It was 
estimated that without electrocardio- 
graph and chest x-ray examination not 
more than 20 percent of these could 
have been accepted on any terms and 
probably then only at heavy ratings. 


Special Examinations 
for Borderline Cases 


Incidentally, in a home office diag- 
nostic laboratory doubtful cases referred 
for special examination outnumber by 
about 50 to 1 the large cases which are 
not questioned but are put through 
merely because of their size. This pre- 
ponderance of doubtful cases 1s nowhere 
near so great out in the field where the 
company pays a fee for each examina- 
tion amounting to $10 for chest x-ray 
and $7.50 for electrocardiographic trac- 
ing. At the home office or full-time 
branch laboratories, cost of running a 
few more applicants through the mill 
is negligible, since overhead and other 
expense goes on anyway. 

The principal advantage of the elec- 
trocardiograph is that it helps the un- 
derwriter distinguish bad hearts from 
good ones with greater certainty than 
with ordinary tests alone. Even if it did 
not alter rejection rates in the least it 
would still aid mortality. Suppose a 
company has a rejection rate on heart 
cases of X percent. Without the elec- 
trocardiograph, some good cases will be 
rejected and some poor ones will be 


among those accepted. With the aid of , 


the tracing, however, the percentage of 
rejections for heart cases might still be 
the same but the rejected group would 
contain fewer good risks and the ac- 
cepted group fewer poor ones. 


Range of Possible 
Future Development 


However, as the survey previously 
mentioned indicates, the cardiograph 
not only separates the sheep and goats 
more accurately but also makes it pos- 
sible to accept quite a few sheep who 
would otherwise be looked upon as 
goats and kept without the pale. ; 

How far down the line in policy size 
it will ever be possible to require elec- 
trocardiograms is not easy to predict ac- 
curately. If tracings and chest x-rays 
could be taken as easily and inexpen- 
sively as blood pressures, and without 
the applicant having to go to a labora- 
tory, it would be a fine idea to extend 
the requirement to much smaller cases. 
As things stand now, there is always 
the inconvenience to the applicant, 
which may be important from a com- 
petitive standpoint. Then, the question 
of expense makes it unlikely that the 
special examination will ever become 
routine for cases under $50,000. 

It is now required up to age 45 where 
the amount applied for in all companies 
is $100,000 or more and would bring the 
total in all companies to $300,000; be- 





tween ages 45 and 59 where the amount 
applied for is $100,000 or more and 
would bring the total in force to $200,- 
000; and at ages 60 and up where 
$50,000 or more is being applied for and 
would bring the total to $100,000 or 
more, 

Where the original examination in- 
dicates the need for it, electrocardio- 
grams may be called for in very much 
smaller cases, particularly where the ap- 
plicant can conveniently go to the home 
office laboratory. Where the company 
has to pay an independent laboratory 
the lower limit is around $25,000. 

This scale indicates the relatively 
greater importance of cardiographic ex- 
aminations at higher ages. In fact it 
is practically a waste of time to use an 
electrocardiogram below age 40, because 
there is no chance for degenerative 
heart disease to have progressed to a 
stage where it would be perceptible to 
the electrocardiograph and not to the 
stethoscope. 

The reason that there is a place for 
the special examination is that there are 





Field Men Are Found More Friendly Toward 
Electrocardiograph and X-Ray 


a number of hearts, when heard through 


the stethoscope, which sound abnormal. 


It is up to the examiner to judge 
whether the abnormality is sufficient to 
affect the quality of the risk appreciably. 
There are certain findings which may 
mean that there is something organ- 
ically wrong with the heart which 
makes the applicant a bad risk. But for 
all anyone can tell with a stethoscope it 
sounds exactly like the findings which 
indicate a functional peculiarity. This 
functional peculiarity has nothing at all 
to do with how long the applicant will 
live. 


Many Taken Who Would 
Otherwise Be Rejected 


To make clearer this distinction be- 
tween functional and organic, suppose 
an automobile were heard to start off 
with a nerve-shattering grinding noise. 
The natural supposition would be that 
the car was about to fall apart. But if 
the car were the old Model T Ford, 
with its characteristically noisy plane- 
tary transmission, the racket would not 








Reports for First Six” Months 








(Figures below in most cases are not final but merely companies’ estimates) 


7—New Paid Business—, 
First Six Months 


anroeet Men's BR BUT 65.5% 

entra uife, Loe sis pistons 1,829,47 
Columbian Mutual, Tenn.... 1373 268 
Columbus. Mutual Life...... 6,857,312 
Conservative Life, Ind...... 2,736,172 
Conservative Life, W. Va... 2,922,000 
Continental American ...... ,139,201 
Grown Wile, . ‘Can... eee 15,901,394 
MOORPOrN THEO oo. éiccoccccsusc 1,516,696 


Empire State Mutual, N. Y.. 
Equitable Life, D. C........ 
Equitable Life, Ia.......... 


WOGRTAL BAIG ~ 2... oo. o<cs seven ,252, 

Fidelity Union Life......... 2,395,551 
ccs ge BC gr eee nrnines 9,145,224 
General Mutual Life........ 312,297 
George Washington Life.... 1,175,592 
Govt. Personnel Mut., Tex.. 191,858 
Great National Life, Tex.... 1,661,792 
Great-West Life ...6400.6s 22,246,408 
Guardian National, Neb..... 139,100 
Guaranty Old Line, Tex..... 1,729,887 
PROMS TALO: ING WY use ove:s 0 0-400 17,607,580 
Home State Life, Okla...... 7,184,264 
Imperial Life, Can.......... 8,834,142 
Insur. Clerks Mut. Ben., N 74,63 
Jefferson Standard Life..... 24,281,074 


John Hancock Mut. Life, Grp. 14,941,050 
REBINAR COO. 601550000 Skenecen ,679,633 
Mars: Protective. ...< 2000.5 2,930,000 
Mid-Continent Life ........ 4,525,000 


Midland Life, Mo........... 2,256 


Midwest Life, Neb.......... 1,418,910 
Montane DiTC .o6s0s0s00006 2,015,8812 
Monumental Life ........... 38,453,867 
DROET AS: BORA 5 6c 500400046050 19,900,000 
Natl. Guardian Life ........ 2,434,105 
National adife, Vt. oc:0ese0sc 22,173,618 
Natl. Reserve Life, Kan. ... 817,764 
North Carolina Mutual ..... 8,414,6618 
Northwestern National 27,350,277 
Northwestern Union, II1. 215,750 
Old Taine TATe, Wis. 206.0000 3,823,000 
PACING BIMCNAD. oc es c-0s000:050 26,500,000 
Paciie Wath, Gife .....66cscss 1,802,059 
Pacific Northwest .......... 84,000 
PRCA, NED, s:0.6:0:6:066:0:08 174,065 
Peul Revere Life ..... 600 3,590,000 
Phoenix Mutual Life........ 26,641,000 
Provident L. & A., Tenn..... 8,410,0584 
Provident Mutual, Pa. ..... 35,671,245 
Pyramid Life, AK. ..ccvcss 2,170,325 
PROMONCE TALEO occ s:v06:0:00 9 0:06 20,366,981 
Meperve: TWOan: DiC oo «s.c.0000 6,492,371 
Santa Fe National, N. M..... 25,700 
Scranton Tite, PA. 226600000 1,864,633 
Southern Life, Ga. ......... 36, 

Southiand Life, Tex. ..< «++ 6,900,000 
Standard Iife, Ind. 2... 1,484,500 
State Farm Life, Ill. ....... 5,923,470 
EMEO SutkO,, Bess -scrc5:5s0 5006 5,530,467 
Teachers Ins. & Annuity... 1,885,526 
Union Central Life ......... 40,650,980 
United Mutual, Ind.......... 11,211,722 
Volunteer State Life ....... 5,473,785 
Western Reserve, Tex. .... 1,816,705 
Wisconsin State Fund...... ,000 


7-Change in Ins. in Force 
FS Six Months 


1935 93 1935 
10,127,149 + 486,339 —850,316 
1,845,029 +425,294 — 2,986,287 
1,692,348 —250,000 —442,620 
6,191,113 +2,096,869 +1,220,773 
2,644,000 + 835,259 274,369 
2,684,000 +591,000 — 216,000 
8,253,581 +2,025,939 661,263 
12,384,785 +5,588,682 + 3,746,137 
1,252,348 + 725,000 +611,388 
55,000 +120,00¢ —62,152 
12,034;907 +5,528,000 + 3,801,221 
23,547,000 +2'443°000 —3/592/000 
66,398 —189'466 —3,220,294 
1,836,584 +97,981 —1,797,169 
8,248,766 —834,667 —4,564,496 
349,412 +168,16 + 262,977 
1,171,041 —229,971 —538,384 
211,000 +80,858 +137,000 
1,254,469 + 696,299 +101,675 
19,419,718 +900,000'  —6,803,353 
107,000 +32,100 45,500 
557.496 +856.480 + 250,000 
16,713,465 +3,869,712 —786,574 
9,155,195 + 428,247 +1,040,858 
11,979,078 —1,500,000 +1,826,706 
76,730 —4,16 +6,609 
24,248,485 + 4,461,708 +4,627,249 
133,343,225 + 46,416,754 +37,286,066 
159,294,333 +58,977,115  +51,394/311 
7,324,600 +19,391,897 +16,601,195 
5,436,976 +706,670 + 741,889 
2,775,276 + 800,000 + 682,916 
3,911,000 +1,034,000 +723,000 
2/453,440 +232'700 —493/289 
1,982,936 —309,188 +563,125 
2,397,479 + 254,600 69,810 
36,183,851 +12,285,897 +11,418,746 
16,733,010 2/200,00 + 1,880,550 
1,928,129 +1,104,412 + 480,148 
17,572,834 + 4,796,780 —2,995,941 
1,012,247 —214, —258,121 
5,674,976 +1,295,563 +405,586 
26,261,824 + 4,146,531 +3,926,410 
164,850 —113,319 —177,307 
2,859,344 +1,075,000 —714,798 
28,580,000 +1,597,000 — 2,452,000 
983,000 +913,746 13,250 
55,000 +1,303 2,876 
123,150 —221;805 +500,000 
3,074,488 +1,300,000 +1,577,945 
22,537,000 + 9,250,000 —167,000 
5,253,269 +9/556,141 + 3,285,268 
47,558,075 +3,368,579 + 2,526,121 

1,183,780 + 755,636 75, 
24,421,811 + 4,136,074 +6,346,361 

5,403,836 + 689,230 —2,444, 
337,800 +239.0 227,000 
1,476,365 +20;000 —787,255 
+ 636,750 ——_—_ 
7,025,348 —700,000 —533,838 
261,000 +1,223,500 + 261,000 
4,635,378 025,000 + 2,765,526 
6,127,100 —4,401,354 —6,341,274 
1,656,307 +1,189,306 936,801 
41,441,313 —7,551,621 —19,872,596 
5,105,1 +6,016,961 18,389 
3,827,511 —335,535 —2,140,975 
1,430,754 +913,705 458,409 
66,000 +35,500 + 22,000 


1Includes ordinary, reinsurance and group. ; : 
2Reduction due to change in basis of figuring paid business. 


8Industrial and ordinary. 


4Do not include increases in group after issue which is included in the in force 


figure. 
‘New company. 


*‘New company; figures for May and June only. 





necessarily mean there was anything 
wrong with the mechanism but merely 
that the car was a Model T Ford and 
that that was the nature of the beast, 

In the same way, one man’s heart 
may make what a layman would de- 
scribe as a funny noise. In one man’s 
heart this noise would indicate early 
death. In another’s it merely means 
that he happens to have a heart that 
makes that kind of noise. It takes the 
electrocardiograph to interpret what the 
sound means. Without the tracing it 
would be necessary to reject all whose 
hearts sound like that, on the chance 
that the noise might be the deadly or- 
ganic degeneration rather than the 
harmless functional peculiarity. 

Contrary to the supposition of many 
persons, the electrocardiograph does not 
indicate the heart’s reaction to a cur- 
rent of electricity through it—even a 
very weak current. The chart in its 
beating produces an electric current of 
its own, which varies as the heart goes 
through its pumping cycle. The elec- 
trocardiograph is a very delicate elec- 
tric meter—known as the string gal- 
vanometer—which measures this heart 
current and charts its varying force at 
each point in the cycle. The tracing 
is the photographic record of these va- 
riations. The brain also produces an 
electric current, but this is filtered out 
by the machine so that it does not show 
in the tracing. 


Developed Primarily 
for Medical Research 


The electrocardiograph was not devel- 
oped for life insurance selection but is 
the product of medical research as a 
means of exploring the physioiogy and 
pathology of the heart and is only in- 
cidentally used in life insurance under- 
writing. 

The x-ray is always used in connec- 
tion with the cardiogram so that the 
size, shape, and position of the heart in 
the chest may be studied. This is at 
times essential in the interpretation of 
tracings of small hearts. Also in a short 
stout man the heart may lie practically 
crosswise in the chest rather than in the 
usual slanting position. Revelation of 
this by the x-ray enables the cardiologist 
to make due allowance for it in inter- 
preting the tracing from the cardio- 
graph. Much more rarely a heart is 
found on the right side instead of the 
left, which also affects the tracing in a 
way which calls for the x-ray for proper 
evaluation. 


Special Examination 
Used as Sales Tool 


Agents who believe in the electro- 
cardiograph as a selection aid feel that 
companies must be protected against ex- 
cessive mortality, that it is no use cry- 
ing about it and that it is just common 
sense to adopt every aid to more ac- 
curate underwriting. 

Said one agency head who is also 4 
large personal producer: “I personally 
have a big stake in my company, not 
only as a general agent with a large f- 
nancial interest but principally as a pol- 
icyholder and a large one. I don’t want 
people getting insurance who shouldn't 
be accepted. 

“T think the proper way to play the 
game is to make benefits out of the ob- 
stacles. In selling big cases I push the 
special examination as a big advantag¢ 
to them. It has been no obstacle to me 
and has helped me sell insurance. 
play up the fact that they are getting 29 
examination that would cost them $50 
if they went out and got it themselves, 
that if they pass they must be in fine 
physical condition and that if anything 

(CONTINUED ON PAGE 22) 
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Occidental of California 
Gets Union Mutual of Iowa 


_—_——— 


REVISED BID IS ACCEPTED 





Court Decides Against Insurance De- 
partment That Favored Central 
Life of Des Moines 





Judge Jordan of Des Moines has 
awarded the reinsurance of the business 
of the defunct Union Mutual Life of 
Des Moines to the Occidental Life of 
Los Angeles. The insurance depart- 
ment had recommended acceptance of 
the bid of the Central Life of Iowa, 
but Occidental Life submitted a revised 
bid and this the court decided to accept. 
The Occidental will reinsure the Union 
Mutual on a non-participating basis. 

Occidental Life has acquired several 
companies recently. It was just a short 
time ago granted the reinsurance of the 
defunct Federal Reserve Life of Kan- 
sas City, Kan. It was granted the re- 
insurance of most of the business of the 
defunct Pacific States Life of Denver 
and Hollywood. It purchased the Ham- 
ilton National Life of Los Angeles. In 
March of this year it reinsured the life 
business of the Northwestern Life & 
Accident of Seattle. In 1934 it took 
over the Pioneer Casualty of Los An- 
geles and American Medical Life of 
Spokane. ; 

The reinsurance contract with Occi- 
dental Life will be mnon-participating, 
Occidental agrees to pay all accumu- 
lated claims, establish no lien on re- 
serves, and save policyholders $25,000 a 
year on premiums. 

The court declared that subsequent 
changes in all proposals in the past few 
days had changed the situation and that 
the insurance department had not made 
a new recommendation since the 
changes were filed. 

Occidental agrees to maintain offices 
of Union Mutual Life in same quarters 
in Des Moines for servicing policies for 
next five years; pay all death claims, re- 
ceivership expenses, and general cred- 
itors claims established and proved in 
court; pay immediately $34,621 in pure 
endowment addition to policyholders, or 
accumulated dividends. 

Union Mutual Life business will be 
converted by Occidental Life into non- 
participating insurance with lower pre- 
miums, according to the contract which 
is expected to be signed shortly. 


Linton Is Honored in June 
Drive of Provident Mutual 





In the June campaign, Provident Mu- 
tual agents paid tribute to President M. 
A. Linton by a flood of applications 
totaling $12,437,000 of paid-for business, 
a 32 percent increase over the quota for 
the month and topping June, 1935, by 
$3,500,000. Forty-five of the company’s 
62 agencies reached or broke their 
quotas, 

Linton trophy cups were awarded to 
these four agencies which topped their 
Tespective groups in percentages ob- 
tained! Colorado, with 329 percent of 
quota; Knoxville with 261 percent; 
Rochester with 208 percent; and Olean 
with 200 percent. The respective gen- 
eral agents are: George N. Quigley, J. 
- Long, J. S. Scott and C. E. Carpen- 
er, 


Keider Entertains Agents 


_ Agents of the Guarantee Mutual Life 
im southern California were guests 0 
honor at a dinner given at Pasadena by 
Dwight E. Keider, home office represen- 
tative. Those attending were the agents 
who participated in a three weeks’ cam- 
Paign for new business totaling $211,000 
when Mr. Keider was absent. Although 
the southern California agency is less 
than a year old, splendid strides are 
being made under the management of 


Mr. Keider. 





Chief Honored 











GERARD S. NOLLEN 


Salesmen of the Bankers Life of Iowa 
celebrated the completion of President 
G. S. Nollen’s tenth year as head of the 
company by producing in his honor in 
June the largest volume of new, paid-for 
life insurance of any month this year. 
The total for ‘“President’s Month” 
showed a substantial increase in new 
life insurance over June, 1935. The sales 
effort for the month was in the nature 
of a bowling contest, with each salesman 
shooting at a minimum of $10,000 or a 
“ten-strike.” 

President Nollen accompanied by Mrs. 
Nollen and the eldest daughter, Janna, 
a student at Smith College, is spending 
his vacation at Whitefish Lake in Min- 
nesota. 





Need of Factual Information 


for Policyholders 


By Otto Garr Tague 





“T agree with you that now is the 
time for plain speaking.” So writes an 
executive of a western company in 
commenting on some of my recent ar- 
ticles in which I have set forth the 
views and conclusions of numbers of 
the executives whom I have met. His 
is typical of a number of letters that 
have reached me. 

“I have felt for some time it was 
high time that executives in the life in- 
surance field as well as in other lines 
of business should accept the responsi- 
bilities of their leadership in serious 
fashion by telling the truth to the rank 
and file of our citizens about where we 
are going,’ he continues. 

“An attitude of defeatism and discour- 
agement over conditions will merely 
give the opposition an opportunity for 
which they have been longing and 
which they hope to bring about just as 
they have done in other lines of busi- 
ness. 


People Themselves Are 
the Real Government 


“After all, we are the government. 
By ‘we’ I mean all of the people, in- 
cluding the sixty-odd million policyhold- 
ers of the country. The representatives 
in Congress and the officers of the gov- 
ernment are not the government and if 
we but see clearly on this point it 
ought not be difficult to convince our- 
selves that there is really nothing to 
fear from the politicians. I, therefore, 
repeat that as your articles crystallize 
this sentiment and bring about this 
kind of expression on the part of exec- 
utives, they will be constructive and 
helpful.” 











writings of a very wise man: 


you can have. 


appropriate coverage. 


And this is true, isn’t it? 


to the needs of individuals. 


This is the third: 


may become. 


pastime’’? 


Independence Square 





THE FINEST PASTIME 


THERE is life insurance truth in these three 
Helping the fellow who will help you help him is the finest pastime 


Interpreting this by the light of experience, we'll all agree 
that our happiest sales are made to those who, recognizing 
their need, help us, by their willing attitude, to supply the 


It is the second and each additional policy applied for that indicates 
sustained faith in any company and adaptability of its policy provisions 


Reputation of company and product, plus confidence in the 
Agent, are primary ingredients of clientele-building. 


Man’s greatest value lies, not in being what he is, but in what he 
Don’t waste time envying the success of others — rather 
discover and follow the processes by which they move forward. 

In other words, observe, analyze, choose, and adopt. 


Clientele-building, and progress from month to month and 
year to year toward earned success, all in the real underwriter 
spirit of service to one’s fellowman, —is it not ‘“‘the finest 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


PHILADELPHIA 




















That it is a time for plain speaking 
the comment of other executives clearly 
indicates. Something must be done, say 
they, that will awaken policyholders to 
conditions that threaten to change the 
habits of thrift of the American people 
that have found their highest exemplifi- 
cation in life insurance. But practical 
difficulties of a direct approach to the 
subject are pointed out. 

A confidential talk I recently had with 
the president of one of the largest com- 
panies developed this phase of the mat- 
ter. 

“Sure!” he exclaimed when asked if 
he agreed with the executive just 
quoted. “But our company would hesi- 
tate to send out letters, folders or other 
material bearing our name in which 
we would attack this or that group and 
their proposals, no matter how sound 
our conclusions or the extent to which 
their various crack-pot schemes antag- 
onize life insurance. We would become 
involved in an enormous and expensive 
volume of correspondence and lay our- 
selves open to cancellations of millions 
of insurance that members of these 
groups need as badly as do those who 
think as we do. 

“Certainly policyholders should be 
made to see the logical results of the 
follies toward which we are tending. 
The increase of taxation on companies; 
the uncertainties of investment income; 
the results that will follow further in- 
flation that hangs over our heads like a 
cloud to obscure our vision; the faiiure 
of the government to announce a fixed 
gold content of the dollar; the debt that 
we are piling up for future generations 
to pay—all these and many more of 
present policies and trends seriously af- 
fect the interests of all companies and 
their policyholders and other citizens 
who have accumulated a capital fund for 
use on a rainy day. 


Policyholders Do Not 
Understand the Danger 


“The trouble is that the average 
policyholder has little understanding of 
the principles of life insurance and the 
economic laws that have made its 
growth possible. They little realize the 
extent to which disturbance of these 
laws threatens their interests. With the 
result that millions have been misled 
into giving enthusiastic endorsement to 
the Townsend plan, the Frazier-Lemke 
inflation proposal and other panaceas 
that hold out inducements that, no mat- 
ter how desirable their proposed at- 
tainments, cannot be had without pay- 
ing too great a price right now when 
we need all the steam we can generate 
to climb the hill that still lies before 
us and that any experienced business 
man knows is being made longer and 
steeper by the tinkering of theorists 
who believe they have learned how best 
to manage all business by never manag- 
ing any business. 

“To my way of thinking some ap- 
proach to the subject of educating 
policyholders must be made in a way 
that will enable companies to maintain 
a certain aloofness that practical con- 
siderations, such as I have outlined, may 
be taken into account. We are now pay- 
ing the penalty for our failure to start 
institutional education of policyholders 
that I advocated years ago. It is too 
late for that now. In my judgment we 
will have to use some other practical 
means of accomplishing the results that 
must be reached unless we want to see 
present trends continued to their logi- 
cal ends. 

“I am in full agreement with our 
friend that we executives have a duty 
to perform. Some practical means of 
informing policyholders must be found.” 





THE 


NATIONAL 





UNDERWRITER 


July 10, 1936 














THE WEEK IN INSURANCE 





Employers contributions feature in- 
creased sales in salary savings plans. 
Pagel 
“er 


Negative recruiting method better de- 
signed for the times, agency heads find, 
than old super-enthusiasm system. 

Pagel 
* x 


Life companies now demanding modi- 
fied special service inspection forms for 
applicants in $10,000/$25,000 fields. 

Pagel 
ik. ¥ 


Hostility of field men_ toward use of 
electrocardiograph is gradually being dis- 
sipated. Page 2 

* 


Home office officials address annual 
convention of Loder agency of Provident 
Mutual Life at Atlantic City. Pagel 


* 


Union Mutual Life of Maine holds an- 
nual agency convention at York Har- 
bor, Me. Page 10 

* x 

Oceidental Life is granted the rein- 
surance of the business of the defunct 
Union Mutual Life of Iowa. Page 3 


* 


George Graham is elected executive 
vice-president of the Manhattan Life. 
Page 17 





Field men of Old Line Life of America 
attend agency convention in Milwaukee. 
Page5 

*x* * * 


Indifference in some quarters and un- 
true charge that C. L. U. work does not 
increase agents’ income are greatest 
problems confronting American College, 
Professor Huebner tells Chicago mana- 


gers on C. L. U. Day. Page 9 
a ae 
Lynn S. Broaddus, Chicago manager 


Guardian Life, analyzes successful sales- 
manship before agency convention of 
Old Line Life of America at Milwaukee. 

Page 23 








Western & Southern Convention 


The mid-year convention of the man- 
agers of the Western & Southern Life 
will be held at the Hotel Gibson, Cin- 
cinnati, July 31-Aug. 1. A number of 
superintendents and agents will be in- 
vited. 


Phoenix Manages Gresham 


The Phoenix Assurance has been ap- 
pointed by the directors of the Gresham 
Life of London to manage the affairs 
of Gresham in Canada. A. B. Watson, 





Canadian manager for Gresham Life, has 
taken an office with the Phoenix at the 
Montreal head office. 


Two Yeomen Mutual Offices 
Enlarged Due to Growth 


Two Yeomen Mutual general agents 
have enlarged their offices. Opening of 
larger quarters for the Des Moines home 
office agency on the second floor of the 
Liberty building was announced by 
General Agent P. H. Luin. Floor space 
has been increased 90 percent, made 
necessary by business gains this year. 
Written business since Jan. 1 is 55 per- 
cent ahead. 

The Oakland, Cal., office under Gen- 
eral Agent Clair DuBois was expanded. 
This agency already has written as much 
business in 1936 as in all of 1935. 





To Honor C. J. Zimmerman 


In recognition of the fact that C. J. 
Zimmerman, New Jersey general agent 
of the Connecticut Mutual Life, will 
celebrate his fifth anniversary in that ca- 
pacity Sept. 16, the agency force has 
planned a production campaign running 
from Aug. 3 to Sept. 16. The goal of 
paid-for production has been put at 
$1,000,000. 





sale, Etc. 








GAIN 


We offer these helps to our field force: 
1. A Liberal General Agency Contract. 


Financing Plan for Agency with Accounting Methods that Guide you 
Successfully. 


. A Detailed Plan for Finding . . . Training . . . Financing Men. 
A Unique Supervisory System. 
. Tested Sales Helps and Organized Selling Plan. 

. A Policy for Every Purpose . . . Juvenile, Women, Group, Whole- 


A Substantial 50-Year-Old Mutual Company with an Understanding, 
Co-operative Home Office . . . Not too big to KNOW YOU, Yet 


Big Enough to Command Respect Everywhere! 


Our booklet ‘“‘FACTS’’ 
will be sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 





We are showing substantial gains for 1936. 
For instance, the gain in PAID-FOR insurance 
for the first five months of this year over the 


same period in 1935 was 16.2%. 
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Missouri Insurance Code 
Initiated; Backers Mystery 





FRATERNALS ARE TAX-EXEMPT 





Superintendent O’Malley Opposes New 
Proposal But Has No Authority 
to Block Vote 





JEFFERSON CITY, MO., July 9~— 
A vote at the election Nov. 3 on a new 
insurance code for Missouri was assured 
with the filing of initiative petitions 
bearing 59,705 names, more than the 
number required by law. 

The proposed code closely follows the 
compromise bill presented to the state 
senate at its 1934 session, when promi- 
nent fraternal leaders succeeded in 
blocking Superintendent O’Malley’s code 
bill. ‘he superintendent opposed the 
compromise bill at that time and is 
against the initiated measure. 

The backers of the movement remain 
a mystery. The petition was brought 
here by W. T. Powers, St. Louis attor- 
ney. He has declined to reveal his 
clients, although he was quoted as stat- 
ing he represented “insurance interests 
and some other parties.” 

The proposed code would continue 
the fraternals’ present exemption from 
the state’s 2 percent premium tax and 
would not impose any additional regula- 
tions on them or town mutual fire com- 
panies, although the regulations for old 
line companies would be tightened con- 
siderably. 


O’MALLEY WANTS MOVE BLOCKED 


ST. LOUIS, July 9.—Superintendent 
O’Malley stated here that he will wel- 
come any legal action by taxpayers or 
state officials that may prevent the sub- 
mission of the code. Superintendent 
O’Malley has no legal authority to 
block a vote on the code if it is found 
that the initiative petitions presented to 
the secretary of state contain the proper 
number of legal signatures. Apparently 
the official checking of the 59,705 sig- 
natures on the petitions will leave a 
sufficient number as legally qualified to 
place the question on the ballot. 

Attorney General McKittrick has 
stated that if any evidence is presented 
to his office substantiating the rumors 
that apparent fraud and misrepresenta- 
tions were practiced in connection with 
the circulation of the initiative petitions, 
he will assign one of his assistants to 
making a full and complete investiga- 
tion. So far nothing definite had been 
laid before him. mR 

It is stated that the circulation of ini- 
tiative petitions on the proposed insur- 
ance code was handled in a number of 
central Missouri. towns and counties by 
editors or owners of small Democratic 
papers which stand a good chance of 
sharing in the $273,600 the state will 
pay for newspaper publication of the 
code. 


Ljung, Perkins in Texas 
Karl Ljung, Jr., assistant secretary, 
and A. R. Perkins, agency manage: 
Jefferson Standard Life, visited the G. 
H. Watson agency, Wichita Falls, Tex. 
Mr. Ljung said that the Wichita Falls 
agency has the lowest mortality rate and 
best continuous record for renewals 0 
any agency of the company. 


Big Demand for Souvenirs 


To take care of the crowds flowing 
into the Texas-Tennessee Hall 0! 
Heroes at the Texas Centennial in Dal- 
las, the National Life & Accident, spon- 
sor of the historical exhibition, was com- 
pelled to ship one full freight car of 
souvenirs to replace a like amount al- 
ready distributed to centennial visitors 
in its first three weeks. 


John V. Kennefick, in insurance work 
for 26 years and former manager of the 
Acacia Mutual agency in Washington, 





D. C., has joined the Davenport (Ia.) 
agency of the Mutual Life of New York. 
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"Qld Line Life Holds Agency 


Convention at Milwaukee 





PRESIDENT REILLY IS HEARD 





New Executive Vice-president and As- 
sistant Agency Director Are 
Introduced at Meeting 





MILWAUKEE, WIS., July 9— 
Field representatives of the Old Line 
Life of America attended the agency 
convention here on Tuesday, followed 
by a three-day outing at Lawsonia 
Country Club near. Green Lake, Wis., 
Wednesday to Friday, with a breakfast 
meeting there scheduled for the last 
day. Warren Moore, company secre- 
tary, is general convention chairman, 
and Harry Woodward, manager acci- 
dent and health department, vice-chair- 
man. 

Company’s 


Following open house at the home 
ofice Tuesday morning, the agents had 
luncheon at the Plankinton, after which 
Paul A. Parker, agency director, chair- 
man, called the business session to order 
with a welcome and praise for the pro- 
duction record during the past year. 

In the opening address, President 
John E. Reilly discussed the progress 
of the Old Line Life, first paying tribute 
to the late Rupert Fry, founder, presi- 
dent and at the time of his death last 
August chairman of the board, for hav- 
ing laid the groundwork of soundness, 
stability and progress which the com- 
pany has enjoyed during the 26 years of 
its existencce. 


Progress Reviewed 


Company Agency Minded 


President Reilly emphasized the Old 
Line Life is agency minded and has fol- 
lowed the idea of having fewer but 
more capable salesmen in its force. 
Compared with 1933, the company last 
year had 40 percent fewer agents under 
contract but at the same time had 
shown an increase of 68 percent in new 
business. The life insurance business, 
he said, has eliminated “frozen” agents 
as many other businesses have done 
to frozen assets, and with equal suc- 
cess. 

Mr. Reilly said that the life agent 
must have an ideal of service to his 
company and policyholder. His duty is 
not complete on delivery of the policy 
and receipt of settlement, but he should 
continue to service the policyholder, 
and, in event of death, the beneficiary. 


Daggett Gives Talk 


James H. Daggett, formerly vice- 
President Marshall & Ilsley bank, was 
introduced as the new executive vice- 
President of Old Line Life, having as- 
sumed duties July 1. Mr. Daggett said 
he saw a great future for the life insur- 
ance business, and his previous con- 
tacts had convinced him that after peo- 
ple had lost their all but their life in- 
surance, the reaction has been de- 
cidedly in favor of an even brighter fu- 
ture for agents. 

A newly created position of assist- 
ant agency director. was announced, 
with appointment of Frank Chandler to 
that position. Mr. Chandler is a well 
known Milwaukee life agent and comes 
i the Milwaukee agency of the 
Massachusetts Mutual where he has 
been sales director. He was formerly 
with the Wisconsin National Life in 
Milwaukee, and has been active in the 
Milwaukee Association of Life Under- 
Writers, was vice-chairman of the last 
National Life Insurance Week com- 
mittee, is a former secretary of the Mil- 


er Life Managers & General 
— Association, and active in the 
Milwaukee C. L. U. chapter. Mr. 


handler becomes assistant under Paul 
Parker, ; 
Fointing out advantages of selling 
a ent and health insurance by the 
€ agent as a source of additional in- 





come as well as a means of building a 
clientele, E. H. Mueller, general agent 
accident department Pacific Mutual Life 
inu Milwaukee, spoke on “Dollars in 
the Sock.” Opportunities for selling 
accident as well as health insurance pro- 
tection are almost unlimited and the 
business is a profitable one for the 
agent. The low cost policy, further- 
more, furnishes an entree of establish- 
ing confidence with the client that 
should result in further sales of more 
liberal and expensive accident and 
health policies, as well as opening the 
door to more life insurance business. 





Leading producers were honored by 
President Reilly. Bronze plaques were 
awarded to two agents who have com- 
pleted 52 weeks consecutive production, 
W. E. Wulk, Marion, Wis., with an 
average of four applications a week and 





E. E. Pohland, Chilton, Wis., with 1.53 
applications in the same period. Honor 
men were Herman Schindler, Monroe, 
Wis., with 203 weeks of consecutive 
production, a 100 percent record since 
the app-a-week club was inaugurated; 
O. H. Nelson, Albert Lea, Minn., in his 
third year, and E. H. Miles, Ft. Atkin- 
son; R. L. Thompson, Janesville, and H. 


A. Quist, Green Bay, completing their 
second year. 

The address on “Self Merchandising,” 
given by Lynn S. Broaddus, Chicago 
manager Guardian Life, is reviewed in 
the “Sales Methods” department in this 
issue. 


Edwin G. Ritchie, for many years ac- 
tive in life circles in Indiana, died Sun- 
day, aged 77, at his home in Indian- 
apolis. For many years he was gen- 
eral agent of the State Mutual Life for 
Indiana and later was city manager of 
the Indianapolis Life. 
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TO GET A 


BONUS 





®@ “Maybe that sounds as if I'm still suffering from shell shock—but it’s on the 
level. And you'll agree if you'll get in touch with the home office of the United 
Mutual Life Insurance Company by filling in the coupon below. They can tell you 
better than I can about this extra commission or bonus stuff they pay their repre- 


sentatives.” 


Yes—that’s right. United Mutual will be only too glad to give you complete 
details about this new General Agent's contract, that means extra dollars for you. 
With it, United Mutual offers you an opportunity to build your own profitable 
agency. General agencies are wanted in smaller cities and towns, independent 
of those in the larger cities. These agents will operate under the direct supervision 
of the home office with a General Agent's contract recognized as one of the best 
and most liberal ever offered by any life insurance company. 

If you are interested in building a sound, profitable insurance business that’s 
all your own, whether you live in a small village or a large city, send in the 


coupon below. 


UNITED MUTUAL LIFE INSURANCE CO. 
INDIANAPOLIS, INDIANA 
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INDIANAPOLIS, IND. 


is no obligation on my part. 





CLIP AND MAIL THIS COUPON TODAY 
UNITED MUTUAL LIFE INSURANCE COMPANY, 


Gentlemen: I am very much interested in learning all about your General Agent’s contract and 
what it offers. Please send me this information at once—of course with the understanding that there 
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SEES FINE OUTLOOK FOR GROUP PLAN 








J. J. O’Grady of the industrial rela- 
tions division of the Confederation Life 
sees an improved outlook in life insur- 
ance and especially in group. With the 
revival in business, sales have slowly in- 
creased. Mr. O’Grady calls attention 
to the fact that small business enter- 
prises are now taking out group insur- 
ance in greater numbers. More recently 
larger concerns too have been buying 
group life insurance feeling that social 
security measures more and more are 
in the public mind and will ultimately 
prevail. The feeling is now certainly 
becoming more general that there 
should be a distribution of the profits 
more extensively than at present with 
the workers in order to meet the de- 
mands of the day. 

He said that there is a growing inter- 
est on the part of employers in group 
pensions. They realize that much em- 





barrassment could have been saved had 
they been able to retire their older and 
higher paid employes. In a number of 
cases their positions need not be refilled. 
However, a humane employer does not 
want to discharge an employe in his 
older age and place him in a position 
where he might have to fall on relief. 
A number of employers are writing 
sickness and accident insurance through 
their group plan. 


Outlook for Group Business 


Mr. O’Grady in speaking of the out- 
look said: 

“The years immediately ahead should 
witness a record increase in the use of 
group insurance plans. One frequently 
hears the complaint that the ground has 
been fully canvassed and that all the 
good groups are covered, but careful 
examination of the situation reveals this 











Look to the Squirrel 


Why is it that the squirrel, a 
creature of limited understanding, 
is a firm believer in preparedness 
against future want, and man— 


gifted with high intelli- 
gence and reasoning 
power, sometimes fails to 
provide protection against 


the 


same possibility for 


himself and his depen- 
dents? 


The hesitant prospect 
might have difficulty in 
answering this query. 
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to be a mistaken notion, In the first 
place, the average agent when thinking 
of group insurance thinks only of group 
life, overlooking entirely the wonderful 
opportunities in the sale of group sick- 
ness and accident or group pension 
plans. In the second place the com- 
plaint is not even true of group life be- 
cause a recent survey made in a large 
eastern Canadian city indicated that only 
one out of every three employers eligible 
for group protection had adopted it. To- 
day, with so much stress being placed on 
the demand for security, not only for na- 
tions but for individuals, it would ap- 
pear that a real opportunity presents 
itself to the insurance ‘business, through 
group plans of protection against death, 
disability, sickness, accident and de- 
pendent old age to meet this demand. 


Must Pay Premium Tax Even 
If License Is Not Renewed 





LANSING, MICH., July 9—The 
state’s insurance premium tax must be 
paid on all business done in Michigan 
as long as a carrier operates here and 
the levy constitutes a lien on any of 
its assets in event of liquidation, ac- 
cording to an opinion of Judge Carr 
of Ingham county circuit court in the 
state’s suit against the National Life, 
Uo 

The receiver for the National Life at- 
tempted to avoid payment of some 
$12,294 in taxes accumulated on busi- 
ness done during the fiscal year in 
which the receivership was decreed. It 
was contended that the state levy is 
purely a privilege fee, payable at the 
time license is issued but not collect- 
ible subsequently if the carrier does not 
remain in business during the whole 
of the following license year. This 
view of the law was contested by the 
department and Judge Carr upholds the 
departmental position. 


Court Gives Opinions 


The court points out that if the Na- 
tional Life receiver’s theory were ac- 
cepted a new company entering the 
state would be exempt from taxation 
during the first year of its operations 
here if it did not choose to continue its 
license. 

The court admits that payment of the 
tax is made a condition precedent to 
renewal of license but it is held that “it 
does not necessarily follow * * that the 
tax must be regarded as assessed for 
such continued exercise of the privi- 
lege. Its purpose is to enforce pay- 
ment by a termination of the privilege 
to do business in the event of a default 
in the payment of the tax within the 
time specified.” 

Under the general judicature act 
State claims against corporations op- 
erating in Michigan which encounter 
difficulties, are preferential, said the 
court. 


Nebraska Appropriation Invalid 


LINCOLN, NEB., July 9.—Insur- 
ance Director Smrha lost in his suit for 
a mandamus to compel the state auditor 
to approve claims against the $5,000 ap- 
propriation made by the legislature at 
its special session for the insurance de- 
partment to conduct investigations into 
company affairs and field practices. 
This money was what was left of a pre- 
vious appropriation of $20,000 for in- 
vestigating the state banking depart- 
ment. The court held that as the ap- 
propriation bill was not listed among 
the matters to be considered at the spe- 
cial session and not contained in the 
governor’s call, the constitution forbade 
its enactment. No appeal will be taken. 








OPPORTUNITIES 
An Eastern Life Insurance Company’s general 
agency will employ DISTRICT MANAGERS in 
Eastern and Central Illinois. Preferably young 


men with to five years life insurance 

experience, permanently located, married, ener- 

getic, and workers. Send qualifications with 
oto, 


photograph. 
ADDRESS D-48, NATIONAL UNDERWRITER 
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MRS. ALICE B. JORDAN 


NEW YORK, July 9.—Mrs. Alice B. 
Jordan, president of the Postal National 
Life, is sailing July 11 on the S. §. 
“Caledonia” for a two months’ visit in 
Scotland and on the continent. She will 
be accompanied by her nephew, Leonard 
L. Boyer, a student at the Wharton 
School of Commerce and Finance, Uni- 
versity of Pennsylvania. Their itinerary 
includes an extensive tour of Scotland, 
England, Belgium, Holland and France. 

Mrs. Jordan is the only woman presi- 
dent of an old line iife company to- 
day. She is the widow of Arthur Jordan, 
former president of the Postal Life com- 
panies. Previous to her election to the 
presidency in January of this year she 
headed the property management de- 
partment of the companies. Mrs. Jordan 
is a native of Indianapolis and had an 
extensive business experience before 
coming to New York in real estate and 
hospital management. The Postal Life 
companies have forged ahead since the 
first of the year under her direction. 


C.L.U. NEWS 


Cc. L. U. FACTS 

A new booklet entitled “C. L. U. 
Facts” has just been published by, the 
American College of Life Underwriters 
in order to present succinctly what the 
college is doing to strengthen and de- 
velop the institution of life insurance. 
This booklet of 36 pages summarizes 
the college’s nine years of experience 
and brings into compact form the re- 
sults of several extensive surveys made 
during the past few months. 

Be: ite 

PLAN AUGUST JOINT MEETING 

Dr. S. S. Huebner will speak at a joint 
meeting of the Los Angeles C. L. U. 
chapter with the Life Underwriters As- 
sociation of Los Angeles in August, the 
date to be announced later. 

*x* Kk 
NEW ST. LOUIS OFFICERS 


New officers of the St. Louis C. L. U. 
chapter are: President, Ray E. Flint, 











-John Hancock Mutual Life; vice-presi- 


dent, Ralph W. Emerson, Northwestern 
Mutual Life; secretary-treasurer, Jerome 
M. Barker, Connecticut Mutual Life. 
x fe 
HUEBNER IN INDIANAPOLIS 


Dr. S. S. Huebner, president American 
College of Life Underwriters, talked to 
the Indianapolis C. L. U. chapter 
July 8, Wednesday. He also addressed 
the Indianapolis General Agents & Man- 
agers Association at a breakfast and the 
Indianapolis Association of Life Under- 
writers following a noon luncheon. W. 
H. Meub presided at the breakfast meet- 
ing and Carl McCann at the luncheon. 
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Two Field Men Comment 


One Worker Criticizes the Sales Methods of Life Com- 
panies and the Other Deals With the Reserve Basis 





C. Lincoln Vaughan, Jr., prominent 
insurance man of Providence, R. I., on 
reading the editorial in a recent issue 
entitled, “Insurance Competing with 
Other Things,’ in which the position 
was taken that life men must stand for 
their rights and demand of the public 
a rightful allocation of their income to 
purchase life insurance, says: 

“Life insurance, as is the case with 
other ‘things’ must be sold and it seems 
to me that many of the life companies 
have thrown away the golden opportu- 
nity afforded during the past two or 
three years in not revamping their sales 
methods. During the depression years, 
hundreds of worthy men were made 
available due to the shutting down of in- 
dustry and it is my belief that had the 
life companies been fully awake to this 
opportunity to absorb these men, the 
figures from the ‘Business Week’ from 
which you quote, would be different. 


Need Greater Sales Training 


“To be more specific, if the life com- 
panies do not wish to continually lag 
behind the leaders in industry in their 
sales progress, why not take a leaf from 
the book of the sales methods of some 
of the more successful industries. Here, 
no doubt, the insurance companies would 
note that little or no stockholders’ 
money would ever be spent on :monu- 
mental factories and buildings for sales 
psychology, but that liberal funds would 
be appropriated for sales effort including 
the proper financing of a carefully se- 
lected group of caliber men. That such 
men would not be allowed to enter the 
selling field until properly qualified after 
a two or three years’ period of train- 
ing, and that the sales or distribution 
methods of their manufactured products 
would be continually changed in accord- 
ance with the change of time. (Just 
what changes in the sales or distribu- 
tion methods I feel should be adopted 
for the life companies, is a subject which 
has no place in this letter.) 

“In contrast to the sales technique em- 
ployed by industry, we find many of the 
life companies still carrying on in their 
time-honored, bull-headed sales methods 
of toying with the lives of men. That 
is, urging most any available men (fi- 
nancially able to support themselves) 
into the business, draining them of what 
business can be procured from their 
friends and relatives, and then allowing 
the greater proportion of this dissatisfied 
group—numbering many thousands—to 
spread out into other walks of life where 
they naturally speak in damaging terms 
of the life insurance business. 

“Only recently I heard a very success- 
ful general agent say that he had found 
it increasingly difficult to recruit high 
type men—and why not? Surely the 
ife companies cannot expect to show 
the same high percentage of sales increase 
In competition with other sales organ- 
izations until such time as the curse of 
the life insurance business has been defi- 
nitely eliminated through the reorgan- 
ization of its sales methods, and not until 
such time as the life companies stop de- 
pending wholly upon the merit and need 
of their product for such progress.” 





RESERVE BASIS 











Kenneth Street of Berkeley, Cal., gen- 
eral agent Northwestern National Life, 
in reading a New York contribution in 
THe NATIONAL UNDERWRITER on the 
Possibilities of companies being forced 
to revise their reserve basis to a 214 per- 
cent level, recalls that last fall he sug- 
gested to this publication that a general 
Owering to the 2 percent level would 
@ the means of accomplishing a con- 
siderable amount of worth while reform 
in life insurance. Mr. Street says: 

‘It seems very obvious to me that 


even a 214 percent reserve basis is too 
high, unless the participating companies 
want to go onto practically a non-par- 
ticipating premium basis. After all, the 
numerous inflationary moves which the 
present federal administration has made, 
and which today are accomplished facts, 
have resulted in such an over-supply of 
credit that its legitimate use in any ma- 
jor degree could not fail to bring on de- 
structive inflation. Either we are to face 
low interest rates for many years to 


‘come, if not for good, or credit is to be 


used in a destructive manner. Further- 
more, the higher rate long-term invest- 
ment field has now become subject to 
strong competition from the banks, due 
to liberalization of banking laws and the 
instituting of mortgage guaranty under 
quasi-governmental auspices. 

“Of course, it may be argued that low 
interest rates encourage borrowing and 
consequently help to bring on unhealthy 
inflation. My own view is that pressure 





on the part of lenders, particularly insti- 
tutions with a theoretical interest level 
to maintain, are largely responsible for 
unsound expansion of credit. The only 
sensible course for lending institutions 
to follow is to modify practices to the 
end that a lower ‘theoretical level’ is 
necessary. That principle applies not 
only to life companies, but to all manner 
of depository institutions which prom- 
ise fixed returns on deposits. Savings 
banks are struggling as hard as life com- 
panies to hold deposits, while still con- 
tinuing to satisfy stockholders—where 
such banks are not mutual. And the 
mutual institutions are troubled with 
complaining depositors. 
Over Supply of Credit 


“The whole problem simmers down to 
an over-supply of money—credit—for all 
legitimate purposes, now existent or 
presently conceivable. The one sound 
method politically practicable of reduc- 
ing the pressure of this over-supply of 
money is to bring about a permanent 
lowering of the required earning power 
of invested capital. Stop-gap moves in 
the way of small premium rate increases, 
or of halfway lowering of reserve levels, 
only serve to increase confusion in the 
minds of buyers, and hence to make the 
problem of selling more difficult. The 





public is ready to accept leadership in 


investment practices from the life com- 
panies only if the latter definitely evi- 
dence a capacity to assume such leader- 
ship. But the vacillating policy now so 
evident in life company practices—in- 
vestment—is certainly doing nothing to 
build public prestige.” 


California’s 1935 Business 


Life and disability companies in Cali- 
fornia including fraternal and mutual 
benefit assessment organizations showed 
increased net premiums from $205,386,- 
277 in 1934 to $209,475,625 in 1935, in- 
cluding accident and health both years. 
net premium increase was shown by 
in 1935 over $59,906,736 in 1934. Largest 
net premium increase was shown by 
stock companies with slight gain by mu- 
tuals, while foreign companies, frater- 
nals and assessments organizations 
showed decrease. 


Earl Watson Is Appointed 


Earl Watson, for some four years 
with the Wichita district office of the 
Mutual Life of New York has been ap- 
pointed district agent to fill the vacancy 
caused by the resignation of V. J. Po- 
brislo who became general agent for 
the Columbbia National at Denver. 











AT BASSWOOD. 


for the past three years NWNL’s leading pro- 
ducers and leading general agents and managers 
during the annual Arnold Month campaign have 
been invited by President Armold to spend four 
days as his guests at his wilderness cabin, “The 
Pines,” situated on an island in Basswood Lake 
on the Canadian Border. Here in this sports- 
man’s paradise fishing is the order of the day, 
and those who are privileged to attend bring 
back fabulous catches as well as an abundance 
of tall stories. To the real lover of the great out- 
doors, a Basswood vacation is the supreme treat. 




















Jn 1935 only 2 of the 93 life compa- 
nies operating in Minnesota made a 
greater gain in the total amount of in- 
surance in force on the lives of Minne- 
sota residents than did NWNL. Only 
3 of the 93 exceeded NWYNL in new 
business produced in the state. (Group 
and industrial business excluded). 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
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New Settlement Option Plan 
Has Safety and Flexibility 





NEW YORK, July 9—A_ plan 
under which settlement option set-ups 
allow for emergencies and at the same 
time guard against disastrous dissipa- 
tion of principal has been evolved by 
Walter S. Jonas of the Myrick (New 
York City) agency of the Mutual Life 
of New York. 

It is essentially the denial to the bene- 
ficiary of the right to withdraw any part 
of the principal except with the written 
consent of any one of three friends who 
have been specified by the assured. The 
number of friends may, of course, be 
larger, if desired. It would be possible 
to make withdrawals contingent on the 
consent of at least two of the named 





ee but this has not been done, so 
ar. 

Its basic object is to provide a re- 
straining influence which shall be guided 
only by the beneficiary’s welfare, at times 
when the beneficiary herself, through 
generosity or lack of business judgment, 
might be impelled to act against her own 
best interest. If a brother-in-law wants 
her to withdraw her principal and in- 
vest it in a business venture which “can’t 
lose,” a friend named in the policy can 
do the hardboiled refusing which is de- 
manded. If a persuasive stock salesman 
convinces her she should turn her life 
insurance principal into common stocks, 
the proposition must be sold also to a 





the Company. 
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GREAT SOUTHERN LIFE 


PERFORMANCE 


Over a Quarter of a Century of Life Insurance Service 


Disbursing: To Living Policyholders. ... . $27,684,716 


To Beneficiaries 


Offering Complete Life Coverage Under Both Par- 
ticipating and Non-Participating Contracts 


Operating in the Eight States of the Great Southwest 
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Life Underwriters, Each Holding Contract Direct with 


Achieving an Institution with: 
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$4,700,000 in Capital and Surplus 
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E. P. Greenwood, President 
HOUSTON, TEXAS 
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friend whose first thought is safety and 
whose vision is not befuddled by wishful 
thinking. 

On the other hand, should a real emer- 
gency arise, a needed operation, for ex- 
ample, any one of the friends selected 
would gladly give his consent to with- 
drawal of the necessary money. The 
clause used by Mr. Jonas, as given be- 
low, includes a provision for advisers 
to appoint any other advisers after the 
insured’s death. However, this detail 
is not possible with all companies. 

Following -is a typical form of the 
clause as written by the Mutual Life of 
New York: 

“Under such supplementary contract, 
said wife shall have the right at any 
time with the written consent of any 
one of the following advisers, viz.: John 
Doe, Richard Roe, and Francis Jones, 
or with the written consent of any other 
adviser designated after the death of the 
insured by one or more of said three 
advisers, to withdraw not less than $250 
and not more than $5,000 of the then 
remaining principal sum provided such 
withdrawals shall not exceed a total of 
$5,000 over a period of 10 years and the 
principal sum remaining after any such 
withdrawal shall be not less than 
$1,000.” 

Other Possessions Given 


“If none of said three advisers no1 
any adviser designated by any of them 
by written notice to the company shall 
be living and if no notice shall have been 
received that other advisers have been 
appointed by any of said three advisers 
said wife alone shall have the right to 
make the withdrawals hereinbefore pro- 
vided for. The rights of any subsequent 
payee shall be subject to such right. 
Such withdrawals shall be made sur- 
render of a corresponding part of the 
supplementary contract upon request for 
the same, and upon the return of the 
supplementary contract for endorsement 
thereon by the company. 

“Accrued interest, from the last pre- 
ceding interest due date, on any part of 
the principal sum so withdrawn shall 
be payable with such withdrawal and a 
corresponding part of said mode of set- 
tlement (1) shall then terminate. The 
designation of other advisers herein- 
before referred to shall be made by 
written notice to the company together 
with the return of the supplementary 
contract for endorsement.” 


Plan Used by Jonas 


In connection with his own insurance, 
Mr. Jonas has written a letter to each 
of the three advisers, making it clear 
that his primary object is to hold the 
insurance fund together during his wife’s 
lifetime, and that in case his son’s life 
or health were endangered everything 
should be done to avert such catas- 
trophe but that the insurance fund 
should not be used for the son to en- 
gage in business or for anything else 
which is not a real emergency. Desist- 
ing from any attempt to define an emer- 
gency, Mr. Jonas concluded his letter 
by saying if “you will put yourself in 
the position of a devoted friend of hers, 
intensely interested in her immediate 
and also in her ultimate welfare, you 
will, no doubt, come to a proper con- 
clusion.” 


Home Life Reports Gains 


Home Life reports a 16 percent 
gain in June production over 1935. The 
first half of 1936 is also showing a gain 
over the same period of 1935. The com- 
pany has been successfully pushing the 
“plus months” idea, being any month 
in which the paid for volume exceeds 
the volume of the same month a year 
previous. Nine out of 10 have been 
“plus months” for the Home Life since 
September, 1935. 


New Washington, D. C. Agency 
The new Washington, D. C., agency 


‘of the Northwestern National Life has 


been opened in the Chandler building 
with R. M. Plake and J. D. Marsh as 
general agents. Mr. Plake was formerly 


manager of the Acacia Mutual at Nor- 
folk, Va., and later at Kansas City and 











Mr. Marsh was manager at Indianapolis. 





N. Y. Department 
Gives Review of 
1935 Operations 











In the statistical tables, issued by the 
New York department in advance of the 
full report for the year, it is shown that 
New York state life companies had as 
of Dec. 31, 1935, total assets $9,880,117,- 
636; policy reserves of $7,989,176,953; 
capital $3,357,500; net surplus $447,123, 
495; total net premiums $1,525,257,207; 
total income $2,122,759,653; paid death 
claims $342,559,934; paid out under en- 
dowment contracts $76,925,542; paid 
dividends to policyholders $215,320,489; 
paid commissions $58,821,215; total dis- 
bursements $1,513,065,464; had total in- 
surance in force, ordinary business, 
$31,325,217,999, as compared with $30,- 
760,152,342 the year previous. 

Life companies of other states li- 
censed in New York had total assets 
$10,378,925,524; policy reserves $8,536,- 
380,943; capital $23,758,130; net surplus 
$232,184,652; total premiums $1,659,614,- 
509; total income $2,342,005,538; paid 
death claims $414,528,657; paid out un- 
der endowment contracts $56,181,697; 
paid dividends to policyholders $195,- 
453,883; paid commissions $139,389,129; 
total disbursements $1,697,399,481; total 
insurance in force Dec. 31, 1935, includ- 
ing group and ordinary business $37,- 
712,712,424, as compared with $37,056,- 
588,020 the year before. 

Foreign Company Figures 


United States branches of companies 
of other countries had total assets $73,- 
491,874; policy reserves $61,537,127; net 
surplus $5,242,801; total premiums $10,- 
086,609; total income $15,931,666; paid 
death claims $3,239,054; paid under en- 
dowment contracts $512,755; paid divi- 
dends to policyholders $1,369,151; paid 
commissions $682,832 and had total dis- 
bursements $12,738,377; insurance in 
force Dec. 31, 1935, was $312,453,366, as 
compared with $325,748,421 a year ago. 

Industrial insurance in force of all 
companies as of Dec. 31, 1935, was $15,- 
217,944,614, as compared with $14,842,- 
135,069 the previous year. . 

New York companies had insurance 
in force in New York state, ordinary 
business, Dec. 31, 1935, $6,423,591,165, 
as compared with $6,458,306,036 the pre- 
vious year. They received premiums of 
$224,757,410 from New York _policy- 
holders and issued $605,093,049 business 
in the state during 1935. 


Other State Companies 


Companies of other states had insur- 
ance in force in New York Dec. 31, 
1935, ordinary business $6,668,248,078, as 
compared with $6,640,262,428 the pre- 
vious year; received premiums $217,393, 
298 and issued $755,525,822 of business 
during 1935. 

The United States branches of com- 
panies of other countries had insurance 
in force Dec. 31, 1935, $55,995,538, as 
compared with $61,086,176 the previous 
year, received premiums of $2,523,024 
and issued $2,368,860 of business during 
1935. 

All companies had group insurance in 
force Dec. 31, 1935, of $1,975,388,673 in 
New York state, compared with $1,748,- 
939,043 the previous year. Total group 
premiums received by all companies 1 
New York state were $22,147,516 and 
$515,547,627 of such business was issued 
during 1935. 

Industrial Figures 


Industrial business in force of all 
companies in New York state was 453, 
544,920,936 as of Dec. 31, 1935, as coml- 
pared with $3,524,911,888 the previous 
year. Industrial premiums _ received 
were $144,381,426 and $705,877,377 of 
business was issued. : 

In point of business issued in New 
York state during 1935, ordinary, the 
leaders were: Prudential, $308,710,047+ 
Metropolitan, $296,973,264; New York 
Life, $95,932,301; Equitable Life of New 





(CONTINUED ON PAGE 20) 
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C. L. U. Work Does Increase 
Agent’s Pay, Huebner Says 





PROBLEM NOW INDIFFERENCE 





Head of American College in Vigorous 
Talk at Chicago General Agents 
and Managers Rally 





There is a “damaging lie” about C. L. 
U. work which officials of the American 
College of Life Underwriters are making 
every effort to quash, Prof. S. S. Hueb- 
ner stated in a talk before the Chicago 
general agents and managers division 
on C. L. U. day there. That is that the 
C. L. U. designation is not financially 
profitable; that it does not bring the 
holder any more money. 

The charge was strikingly refuted in 
investigation of 82 agencies made by 
P. F. Clark, general agent John Han- 
cock, Boston, Dr. Huebner said; by 
Grant L. Hill, director of agencies 
Northwestern Mutual, a company which 
is whole heartedly supporting the move- 
ment, and by other leaders in the busi- 
ness, showing clearly that C. L. U. work 
does increase income. 

Figures Support Statement 


The lowest record found, Dr. Huebner 
said, is that production of C. L. U. men 
and women was 146 percent of the non 
C. L. U. agents. In 1934, he said, the 
figure was 196 percent. A survey by 
the New York chapter of 101 C. L. U. 
men and women showed that those in 
producing capacity had average income 
over $6,000, and those doing production 
and managerial work an average of 
$8,500. 

In the last five years in the New 
York chapter average income increased 
33 percent among producers only and 
51 percent for those in producing and 
managerial work. The average size pol- 
icy was $6,000, or double normal size 
for that territory. He said the hardest 
thing to meet was the indifference of 
some territories and some agencies. Yet 
the leaven is working, he said, and the 
C. L. U. designation is coming to have 
the same significance as C. P. A. He 
noted a Chinese boy who came to a 
western university and when asked by 
the dean what he wanted to study said 
C. L. U. Dr. Huebner said the dean 
did not know what that meant, but the 
boy from distant China did and was 
eager to undertake the study. 


Popularity Is Growing 


Agents are going to their general 
agents for advice whether to undertake 
C. L..U. study, Dr. Huebner said. Some 
general agents and managers strongly 
encourage doing so; others discourage 
it, but Dr. Huebner believes this grow- 
ing demand from the rank and file of 
life agents is forcing recognition of the 
educational course which offers the 
greatest opportunity for an agent to 
graduate into the class business. 

_ He noted a 20 percent gain in exam- 
ined candidates in the June examination. 

st year there were 817; this year 980 
reported to date and with additions from 
distant points there will be nearly 1,000. 
There are over 1,000 now holding the 
designation and probably 2,000 studying, 
he said. The C. L. U. examination has 
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LIFE EXECUTIVES 


I have been a_ successful Agent, General 
Agent, Branch Manager and Home Office 
Executive in full charge of all new business. 
iring 20 years, agents under my direction 
paid for more than seventy-five millions of 
business. _My health broke in 1930 and I 
had to quit in 1931. Since then have lived 
y the great outdoors. Health now perfect. 
nS: 50. Have faculty of attracting and 
olding good men. Fluent, inspirational 
speaker. My organization experience will 
e valuable to the agency department of 
— strong, aggressive life company that 
— agency growth and increased produc- 
bg on a sound basis. Will you give me 
abil tunity to match my experience and 
uty with your requirements? Address 
-46, National Underwriter. 

















T. A. PHILLIPS 


Vice-president H. J. Cummings of the 
Minnesota Mutual announces that July 
is dedicated to President T. A. Phillips, 
who as head of the organization is held 
in the highest esteem by the field men. 








served to introduce life insurance study 
into 40 universities and colleges. Seventy 
home offices representing three-quarters 
of all the ordinary business in the coun- 
try are cooperating. 

The American College so far has ex- 
isted solely on tuition fees, Dr. Hueb- 
ner said, which has made necessary post- 
poning some developments that are con- 
templated. He pointed out that no edu- 
cational institution can exist solely on 
fees. He believes the day is not far 
distant when the American College will 
be properly supported financially. 


Five Benefits Are Cited 


He cited five points which give sig- 
nificance to the movement: 
Greater participation of C. L. U. agents 
in class business, greater earning ca- 
pacity, improvement in turnover in per- 
sonnel, advantages in recruiting and im- 
provement in persistency. 

“Education is the greatest investment 
that anyone can make in a service calling 
such as life insurance,” Mr. Huebner 
said, “The agents look up!to you general 
agents and managers for help. You must 
visualize the high trusteeship which you 
owe to those who will carry on this 
business in years to come. The day is 
not far distant when one of the main 
things to which home offices will look is 
general agents and managers who will 
help the newer generation to become 
mentally equipped to carry on the busi- 
ness.” 

Open Opposition Is Gone 


Dr. Huebner said there is no longer 
open opposition to C. L. U. work as 
there was in the early years. He ad- 
vised against encouraging the “poor 
stick” to go into this work. The man or 
woman with no educational background, 
or who is lazy or slovenly, with no am- 
bition or objective, or not honest, could 
receive no benefits from it, he said. 
There will always be work in the “civil” 
end of the life insurance business for 
the less ambitious worker. An able man 
or woman, however, can be made abler 
by study. 

Dr. Huebner believes ordinary life 
insurance will identify itself with the 
great middle class of people who repre- 
sent about one-third of the population, 
and that life agents and company offi- 
cials should bend heaven and earth to 
keep the government out of that class. 
Life insurance never will be superseded 
in the field of thrift and sound invest- 
ment, he believes. It will never do for 
the business to soft-pedal these services, 


for to do so would open the door to 
hazards such as government taking over 
insurance. 
“T believe these dangers will all van- 
ish like mists in the sun when the sun 
shines again,” he said. He advised also 
against too sharp curtailment of annuity 
service, which he believes is here to 
stay. Undue restrictions, he said, will 
open the door to adverse influences. 
Life insurance men, he said, are here to 
do what. the public says must be done. 

Dr. Huebner cited various special uses 
of life insurance for which EE. U. 
work fits the agent, such as for credit 
and bequest purposes. He predicted 
that in a few years every college and 
university in the country will be using 
life insurance and annuities for money 
raising purposes. 

L. M. Buckley, Provident Mutual, pre- 
sided, being the C. L. U. chapter head. 

In the morning Professor Huebner 
spoke at a breakfast of the Chicago 
C. L. U. chapter and answered questions. 





West Virginia Handbook 
Has Just Been Published 


West Virginia is an excellent insur- 
ance state in many respects, largely due 
to the high type of agents within its con- 
fines. All classes of insurance men in 
West Virginia measure up to high stand- 
ards. The new Underwriters’ Handbook 
of West Virginia has come from the 
press of THE NATIONAL UNDERWRITER and 
it is full of information of value to any- 
one interested in West Virginia. It gives 
West Virginia insurance statistics, fire, 
casualty and life, it tells all about the 
organizations. It gives a list of agents 
by towns showing their companies. 
There is a digest of the insurance laws 
of West Virginia. There is a comprehen- 
sive company directory telling something 
about every company licensed in the 
state. In fact, the West Virginia Under- 
writers’ Handbook should be on the 
desk of everyone interested in the state. 














Common Ground 
for Men and Management 


In less than 25 years employers and employees voluntarily 
working together have purchased group insurance now pay- 
ing about 80 million dollars a year in benefits. 


Substantial cash benefits, widely distributed, by no means 
fully measure the worth of group insurance. The coopera- 
tion effected by men and management contributing money 
to buy something believed by both sides to be worth the 
price makes for good feeling and mutual respect and estab- 
lishes ground for further cooperation. 


This characteristic of group insurance weighs more and 
more with concerns that try to help employees understand 
their own economic interests. 


Connecticut General 


Life Insurance Company 
Hartford, Conn, 
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Union Mutual Life of Maine Has Rally 


Honor Three, Each with 50 
Years of Company Service 


New Era for the 
New England Firm 


Company, with Rich Tradition, Is 
Keyed to the Stream 
Line Age 


VIEW HISTORICAL ITEMS 


Equipment of 88 Year Old Institution 
Has Been Modernized and 
Expansion Is Under Way 





By HOWARD J. BURRIDGE 


YORK HARBOR, ME., July 9.—Up- 
on the rock bound coast of Maine, at 
Portland, is an 88-year-old life insur- 
ance company that has always been rich 
in the history and background of New 
England life insurance, but which, with- 
in the past two years has entered upon 
a new era! of aggressive development. 
That company, the Union Mutual, held its 
agency convention here this week, and 
in many respects it was an affair worthy 
of more than passing mention. 

Here is a company in which the old 
and the conservative has been fused with 
the modern and the progressive. Few 
legal reserve companies in this country 
are older than the Union Mutual. Few, 
indeed, have such a long and honorable 
record. Few go so far back into the 
beginning of life insurance history. 


First Endowment Policy 


The various documents on exhibition 
here this week in the company’s display 
room showed that it wrote the first en- 
dowment policy (number 303) ever to 
be issued in this country. That was in 
1850. The policy was for a term of 27 
years, eight months and nine days upon 
the life of John R. Weeks, age 32, and 
matured in 1877. The actual policy, with 
all the marks of age upon it, was here 
to see, and was the center of much in- 
terest. 

Elizur J. Wright, “the founder of 
American life insurance,” opened the 
Union Mutual’s New York office in 
1850, and 20 years later his daughter, 
Lucy J. Wright, became its actuary. It 











YORK HARBOR, ME., July 9— 
Three men with one life insurance com- 
pany that have completed or who this 
year will complete 50 years of contin- 
uous service—that is the record that 
was celebrated at the banquet of the 
Union Mutual Life agency convention 
held at York Harbor. The three who 
taken together have turned in 150 years 
of uninterrupted attention to duty are 
S. B. Phillips, president; Walter I. 
Joseph, manager at Montreal, and Evan 
P. True, auditor of agency accounts. 


Started as o Clerk 


At a special meeting of the Union 
Mutual’s directors last week, resolutions 
were adopted expressing appreciation 
and recognition of the unusual record 
being achieved by the triumvirate this 
year. Handsome bronze clocks were 
presented to all three at the banquet by 
Vice-president Rolland FE. Irish. In 
making the presentation, Mr. Irish said 
that, so far as he knew, three men had 
never before rounded out a half a cen- 
tury of service for one company at the 
same time. Mr. Irish made a fitting 
and impressive ceremony of the pres- 


entation and read the directors’ resolu- 
tion. 

President Phillips began as a clerk 
with the company, and was finally made 
assistant secretary, then secretary. In 
1902 he was elected vice-president, 
which office he held until 1933 when he 
was elevated to the presidency. As a 
young man he was an enthusiastic bi- 
cyclist, and is one of seven surviving 
members of the Inky Tank Bicycle 
Club formed 40 years ago. He joined 
the Portland Wheel Club in the 
eighties, and with 20 other young people 
of Portland, made a bicycle trip through 
several European countries in 1889. In 
more recent. years, photography has 
been his hobby. Today, at the age of 
70, Mr. Phillips is the “grand old man” 
of the Union Mutual, and is beloved by 
the entire organization, both in the 
office and field. 

Mr. Joseph has been Montreal man- 
ager since 1890, having started as an 
agent four years before that. 

Mr. True, auditor of agency accounts 
has been absent from duty only 12 days 
in his 50 years of service. 








began paying dividends to policyholders 
in 1855, and in 1865 entered Canada and 
reinsured the Chicago Mutual Life. That 
was before a majority of American life 
companies were in existence. 

Other Union Mutual records, shown 
here this week, disclosed that it issued 
policies on slaves in the fifties; the ac- 
tual policies were on display. Its first 
annuity was written in 1888, and the 
first substandard contract in 1875. It 
paid a death claim on the celebrated 
Henry Ward Beecher in the nineties, 
and in 1905 purchased the first adding 
machine sold in Maine. These are only 
high spots. The display- room walls 
were lined with similar Union Mutual 
milestones reached before the turn of 
the century. 

With all of this as a foundation, the 
officers of the Union Mutual are actively 
engaged in building a modern life in- 
surance company. Since:1934, whén R. 
E. Irish was brought in as vice-presi- 
dent, the company has made immense 





forward strides. It has modernized all 
of its equipment and methods. General 
agency and agency appointments have 
been numerous, and of exceptionally 
good quality. New policy contracts have 
been devised. Dividends have been in- 
creased. In 1934 the Union Mutual be- 
came the first New England company 
to issue juvenile insurance, and so it 
has gone all along the line. 


Production Records Fall 


Previous production records have been 
falling steadily during the past two 
years. In 1935 they hit an all time high, 
and yet for the first half of this year 
the company has an increase of $1,256,- 
000 in paid for business or 60 percent 
above the first six months of 1935. In 
June the agency force produced $938,- 
000 of paid for business. 

Thus the Union Mutual is in the midst 
of a most interesting and somewhat 
unique development. Old, rich in his- 
tory and honorable achievement, it has 





Three-Day Parley 
at York Harbor 


Hull, Holcombe and Other Promi- 
nent Outside Speakers 
Are Heard 








ROLLAND IRISH AT HELM 


Business Sessions Were Held in the 
Mornings with Recreation in the 
Afternoons 


YORK HARBOR, ME., July 9— 
Agents of the rejuvenated and revitalized 
Union Mutual Life of Portland, together 
with their families, general agents, man- 
agers and home office officials, held the 
eighty-eighth anniversary convention of 
the company here during the first three 
days of this week. Business sessions 
were carried on each morning and the 
afternoons were given over to recrea- 
tion and entertainment. This equal mix- 
ture of pleasure with business proved 
ideal, with the result that all in attend- 
ance were in a fresh and interested state 
of mind throughout the gathering. 

Rolland E. Irish, vice-president, was 
in general charge as chairman of the 
convention committee. He presided at 
the concluding business session, the ban- 
quet, and the managers luncheon. Ener- 
getic, forceful and efficient, Mr. Irish 
kept all of the convention activities 
geared to smooth running speed. An out- 
standing feature was the presence of 
nine outside or guest speakers including 
such notables as the present and former 
governor of Maine; the Maine _insur- 
ance commissioner; Roger B. Hull, man- 

(CONTINUED ON LAST PAGE) 








well under way a program of develop- 
ment and expansion along strictly mod- 
ern lines. It is a combination that. is 
hard to beat, and assures for the Union 
Mutual a retention of its position in the 
front ranks of American life companies. 








OFFICIALS AT UNION MUTUAL LIFE CONVENTION 





Ss. B. PHILLIPS, 





President 











R. E. IRISH, Vice-president 











W. LEE BALDWIN, Agency Director 











A. T. LEHMAN, Associate Actuary 
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Union Mutual Life 
Investment Setup 





Three Officials Analyze Policy and 
Current Situation of 
Company 





UNUSUAL FEATURES SEEN 


Has Large Holdings of Uncallable 
Bonds—Restricts Mortgages to 
Home Office Vicinity 





YORK HARBOR, ME., July 9.—At 
the agency convention of the Union Mu- 
tual Life, President S. B. Phillips, Vice- 
president W. B. Drummond and Invest- 
ment Statistician C. G. Lane made an 
extended analysis of the company’s in- 
vestment situation and policy. 

Since 1930 there have been two major 
developments affecting the life insur- 
ance investment situation, according to 
Mr. Phillips. The first was the rapidly 
declining investment values when neither 
mortgages nor real estate could be liqui- 
dated. There was a steadily accelerated 
drain on cash resources because of the 
call for policy loans and_ surrender 
values. Mr. Phillips said Union Mutual 
in that time was not forced to sell one 
bond to meet the increased demand for 
cash. There was no delay in meeting 
these demands other than that caused by 
the nation-wide moratorium. The nat- 
ural maturity of bonds possessed by the 
Union Mutual and the collection of 
regular premium income, together with 
the exercise of all insight possible in 
anticipating future developments _pro- 
vided the company with sufficient liquid 
funds to meet the abnormal demand. 


New Conditions Appeared 


As those conditions wore away they 
were followed by other conditions 
which are quite as difficult. The rapid 
and tremendous accumulation of funds, 
which under more normal conditions 
would have been followed by a similar 
increase in borrowing for expanding 
business needs, creates a problem. Be- 
cause of the absence of suitable invest- 
ment securities, however, this super- 
abundance of capital has caused a drastic 
decline in money rates. This in turn has 
resulted in record high bond prices 
which has reduced the desirability of 
long term bonds for insurance invest- 
ment. Refunding bonds have been sold 
at low interest rates and the funds used 
to call a multitude of high grade, good 
income producing bonds which have 
been outstanding for many years. Many 
large blocks of desirable bonds have 
been sold privately, further reducing the 
number of available securities. There 
has been an increasing tendency for the 
government to replace recognized in- 
vestment agencies in the providing of 
capital for expansion purposes, by direct 
loans to both corporate and private bor- 
rowers, 

Sees Several Advantages 


_Union Mutual, according to Mr. Phil- 
lips, faces the situation with several ad- 
vantages. In 1935 less than 2 percent 
of its investments were called for pay- 
ment before maturity. This compares 
with 5 percent on the part of one of 
the main New England companies. The 
difference lies in the fact that a large 
Part of Union Mutual assets is in non- 
callable municipal bonds. 

A smaller institution like the Union 
Mutual, he said, is in a position to take 
advantage of smaller offerings. It is not 
necessary for Union Mutual to make less 
desirable investments in order to acquire 

(CONTINUED ON NEXT PAGE) 








Rollin M. Clark 
Pays to Company 
Unusual Tribute 








YORK HARBOR, ME., July 9.— 
Rollin M. Clark, first deputy in the New 
York insurance department, paid unusual 
tribute to the Union Mutual of Maine, 
in an address at the banquet during the 
agency convention here. The New York 
department is especially interested in 
Union Mutual Life, because that com- 
pany recently reinsured the business of 
Buffalo Mutual Life. 

Mr. Clark said it was somewhat 
unique for the New York department 
to approve a reinsurance agreement 
under which all the assets of a New 
York company would be taken over by 
a company of another state, based 
merely on the reinsurer’s promise to 
carry out in full the obligations of the 
ceding company. 

Faith and Confidence 


“We approved the contract unhesi- 
tatingly, however, because we were con- 
vinced from its records that the Union 
Mutual would treat the policyholders of 
our New York company fairly and that 
it would fulfill its obligations to them 
to the last penny. The faith and confi- 
dence which we indicated have been 
amply borne out. As far as I am aware, 
the New York department has not re- 
ceived one word of protest or complaint 
of any kind from any policyholder of 
the Buffalo Mutual relative to the rein- 
surance arrangement or the manner in 
which the Union Mutual is carrying out 
the terms of the agreement. And if we 
were not confident that a representative 
of the New York department could ap- 
pear before a meeting of this kind 10, 
20, 30 or 40 years hence and make this 
same statement, we would not have ap- 
proved the contract.” 

Union Mutual Life, according to Mr. 
Clark, keeps in constant touch with the 
New York department regarding Buffalo 
Mutual affairs. “We look upon this re- 
insurance arrangement,” he said, “as a 
splendid cooperative movement which, 
measured by the span of years lying 
ahead, may serve as a model for future 
generations.” 

He urged agents of Union Mutual to 
keep in touch with Buffalo Mutual pol- 
icyholders, answering their inquiries and 
“demonstrating that Union Mutual 
meets and fulfills the best American life 
insurance traditions.” 

Compares Conditions 


Mr. Clark compared life insurance 
conditions today with those in 1864, 
when Union Mutual Life was admitted 
to New York. He pointed to the great 
increases in all directions. In,1864, Wil- 
liam Barnes, who was insurance super- 
intendent, decided it was safe and pru- 
dent for American companies to assume 
a rate of interest as high as 5 percent 
in establishing their policy reserves and 
computing premium rates. He men- 
tioned that one recently organized com- 
pany had based its rates on a 6 percent 
interest assumption. “It is needless to 
add,” Mr. Clark said, “that this company 
is no longer in existence.” 

The American experience table of 
mortality had not been published, but 
and it was this one which Mr. Barnes 
and it was this one which Mr. Burns 
felt could be safely used at 5 percent 
as a standard for net premium rates. 

The downward revision of assumed 
rates of interest and the development of 
present day mortality tables have been 
predicated upon experience, according to 
Mr. Clark. 


Havoe in the 1870's 


In the 1870’s, he recalled, more than 
half of the companies operating in New 
York failed. This was almost wholly 
the result of the failure to diversify in- 
vestments, frozen assets and lack of 
proper liquidity. About 30 years later 
came the Armstrong investigation and 








Crusading Spirit Urged 


by Manager R. B. Hull 





YORK HARBOR, ME., July 9.—Roger 
B. Hull, managing director of the Na- 
tional Association of Life Underwriters, 
called upon agents of the Union Mu- 
tual Life of Portland at their annual 
meeting here to acquire the crusading 
spirit, to awaken a desire to save and 
become financially independent, to re- 
store the motive for saving, to disperse 
the factors that are destroying the im- 
pulse to save. 

The agent, according to Mr. Hull, 
has an obligation to do more than sell 
merely as many insurance contracts as 
possible. “You must make the people 
conscious of the power of life insur- 
ance,” he said, “not only as the ideal 
old age income method, but as the only 
safe and sure way of placing a man and 
his family in a great financial safety 
zone where they can be _ protected 
against all the rough knocks of finan- 
cial misfortune and uncertainty which 
destroy the peace and happiness of 
homes which are thus not so protected.” 


Emphasizing the Difference 


The agent must also make the pros- 
pect conscious of the difference between 
insurance and the product of any other 
salesman. The agent must make it 
clear that he is selling contracts that 
insure the human life value, “not just 
ordinary property values, speculative, 
consumable, expendible.” The agent 
must impress upon the public the fact 
that human life values constitute a far 
greater asset to the nation than all its 
“pigs, peanuts and potatoes.” 

The agent must carry the message 
that life insurance offers the only true 
and tried, compulsory method of ac- 
cumulating an estate, out of current 
earnings, against the time when earning 
power may be suspended or cut off. The 
competent agent holds in his hand the 
torch of individual achievement and 
personal security. He has within his 
power to reconstruct the economic 
order so that destitution will not ap- 


pear. 
Mr. Hull recalled that several at- 


tempts have been made in this country 
to eliminate the agent. For instance, 
on the west coast several years ago a 
chain of banks was threatening to sell 
life insurance through its employes. 
However, the organized agents suc- 
ceeded in stopping that practice because 
they were able to convince the manage- 
ment that the services of life insurance 
could not be sold over the counter like 
sugar and flour. 


Savings Bank Insurance 


In Massachusetts the agency system 
is challenged by the savings bank life 
insurance plan. In spite of the fact that 
it costs about $2.50 less per $1,000, that 
system is only 2.2 percent of the total 
life insurance in force in that state. 

The competition today, he said, is 
not with other life insurance agents but 
with ice boxes and silk hose. Industry 
today is engaged in sales research, is 
adapting its products to the steady de- 
mands and needs of the public. There 
must be correct merchandising as con- 
trasted with “largely producing.” There 
must be emphasis on quality of per- 
formance. The enterprising agent is 
equipping himself by higher education 
and intensive training to analyze every 
element of his product and to adapt his 
appeal to the basis of human need and 
public service. 


Agency Practices Pact 


Mr. Hull pointed out that many com- 
panies have signed up for the agency 
practices agreement. The full force and 
effect of that agreement will not be 
felt for several years, he said. Ten 
years from now, he predicted, “the busi- 
ness will wonder why in the past it gave 
the public an opportunity to be scornful 
toward the insurance agent. We will 
wonder why it was not until 1935 that 
the agency practices agreement came 
into existence as a concrete, definite 
plan for the elimination of all of those 
free riders who are just a mill stone 
around the necks of those who really 
want to make a career out of selling 
life insurance.” 








out of that inquiry came much of the 
insurance legislation now on the statute 
books of New York and other states. 
Today, he pointed out, the New York 
department is engaged in the task of 
drafting a proposed revision of the New 
York insurance law. 

Not a single life company doing busi- 
ness in New York failed during the de- 
pression. Not a penny of loss to life 
insurance policyholders of New York 
companies has been occasioned in the 
last 20 years. 

While many of the companies oper- 
ating in New York are huge institutions, 
a number of the small institutions also 





Notes of Convention of 
Union Mutual Life Men 





Myra Lee Kennedy of the policy loan 
department wrote a _ sailors’ chanty 
“Voyage of the Ejighty-eight” which 
was the convention song at the Union 
Mutual Life agency rally. It was heard 
frequently. Miss Kennedy also wrote 
special convention choruses for well 
known popular songs, which were sung 
throughout the convention. 


* * * 





operate successfully in New York. “Our 
law,” he said, “does not measure a com- 
pany by mere size but by quality and 
strength. The New York department 
would far prefer having a company show 
a slow, conservative, steady growth 
than launching out on a broad expansion 
program designed merely to increase the 
size of the company at a possible sacri- | 
fice of safety and security.” 


Irish Now a Director 
YORK HARBOR, ME., July 9.— | 
Rolland E. Irish, vice-president of the 
Union Mutual Life of Maine, was noti- 
fied of his election to the board of di- 
rectors by President S. B. Phillips at 
the opening session of the company’s 
agency convention here. Mr. Irish, 
whose appointment fills a recently cre- 
ated vacancy on the board, went with 
Union Mutual in April, 1934, since 
which time he has embarked the com- 
pany on a development program that 








has been outstandingly successful. 





There were about 100 present at each 
of the regular business sessions. 


* * * 

The early arrivals were taken for a 
two-hour automobile drive along 
Maine’s historic coast to Cape Neddick. 

*-# * 
Over 70 home office employes made 


the trip from Portland to York Harbor 
to attend the banquet. 


* * ® 


An old fashioned New England clam- 
bake was given Monday evening fol- 
lowed by informal entertainment in- 
doors, 

x * * 


Bonnie Brooks, preminent Boston 
radio artist, led the singing on the 
moonlight sail, and at other social oc- 
casions. She accompanied on the accor- 
dian. 

*x* k * 


David Sprague of the Boston agency 
who was active as song leader and 
master of ceremonies Monday evening, 
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is nationally known to life men. On 
seven different occasions he has led the 
singing at the annual conventions of 
the National Association of Life Under- 
writers, and will do so again at Boston 
next September. 

*x* * * 

Richard E. Pettingell of the adver- 
tising department was responsible for 
the drawings and sketches that made 
the printed program so attractive. He 
drew the historical posters that were 
in the exhibit room, which traced the 
company’s growth and high lighted the 
important milestones in its progress. 

* * * 

Mrs. W. Lee Baldwin, wife of the 
agency superintendent, was in charge 
of the ladies’ bridge party Monday. 

‘ok *k 

The golfing activities on Sunday and 
Monday were supervised by A. Thomas 
Lehman, associate actuary and comp- 
troller. 

* * x 

Harold D. Lang, the Union Mutual’s 
secretary, was in charge of the sports 
program Tuesday. 

* * 

W. R. Bennett, general agent at San 
Juan, P. R., was on hand for his first 
Union Mutual convention. He was for- 
merly with the Buffalo Mutual, which 
was reinsured last year by Union Mu- 
tual. 


N. J. Valuation Bill Signed 


The measure which permits life com- 
panies to value policy reserves at be- 
tween 3 and 3% percent has_ been 
signed by Governor Hoffman of New 
Jersey and becomes effective immedi- 
ately. 





Union Mutual Life 
Investment Setup 


(CONT’D FROM PRECEDING PAGE) 


some that are more suitable. He pointed 
out that huge companies with invest- 
ments of hundreds of thousands of dol- 
lars in each particular issue practically 
have their hands tied so far as disposing 
of investments that seem unsatisfactory 
is concerned. They must act cautiously, 
for if they offer their holdings in large 
blocks it might break the market. Once 
the big companies have acquired a se- 
curity they are usually under the neces- 
sity of staying with it. 

Union Mutual is no different from the 
rest of the companies when it comes to 
finding high grade investment bonds on 
an adequate yield basis but it does have 
some advantage in being able to buy 
small blocks when they become avail- 
able at attractive levels. Union Mutual 
has never given a second thought to the 
idea of buying second rate bonds and 
preferred stocks. 

Mr. Lane pointed out that 57% per- 
cent of the assets of Union Mutual are 
in federal and municipal obligations. 
Only 1% percent of the assets are in 
stocks. It has restricted its mortgage 
holdings to very moderate amounts on 
good local properties. The company has 
not been troubled with the real estate 
and mortgage problem. Of the real 
estate owned, 90 percent is represented 








Central Life 
Salutes FAMOUS 


MEN OF ACTION 





to his cause. 


CENTRAL LIFE 


(Men of Action” 


TRAINING 


1. New Central Life Guide Book 


and Sales Information Manual 


...June 1936 


2. Regular Central Life Educational 


Course . .. June 1936 
3. Agency Schools ... May 1936 


Mutual - Legal Reserve 3% Net Level Premium 


Valuation Basis 


go Yeau of Progress and 
Achievement 1896-1936 


Billy Sunday, dynamic evangelist, was famous as 
a master salesman of religion . . . whose forceful, 
sincere personality won men, women and children 
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by the home office building. By limit- 
ing its loans to the vicinity of Portland, 
the company does not have to maintain 
a large servicing organization. Since 
the beginning of this year, its cash has 
been reduced through the purchase of 
high grade, short term obligations. 


Annuity Obligation Small 


Union Mutual, he said, does not have 
millions of dollars of annuity business 
guaranteeing a rate running as high as 
44 percent. The company did not get 
into the income disability field until it 
learned how to avoid large losses. 

Since 1906, the net investment return 
has fluctuated less than one-half percent. 
In 1935 it was 4.07 percent. By elim- 
inating wide fluctuations in investment 
returns, he said, Union Mutual has 
established a stable back log for divi- 
dend payments. 

Mr. Drummond stated that due to the 
fact that the company is engaging in an 
expansion program so far as production 
of business is concerned, the investment 
officers are faced with a problem of in- 
vesting the funds. 

At present, Mr. Drummond expressed 
the belief that the best practice is to 
invest relatively large amounts in short 
term bonds of the highest grade, rela- 
tively small amounts in long term bonds 
and to maintain a large amount of cash 
until conditions change. 

In the meantime, he said, income on 
a small part of the assets is temporarily 
sacrificed, but principal is protected and 
in the end satisfactory adjustment will 
be obtained. 


Buffalo Mutual Assets 


Incidentally Mr. Drummond said that 
assets of the Buffalo Mutual, which were 
taken over by Union Mutual last year, 
were as high grade as those of Union 
Mutual. When taken over they had a 
market value of $26,000 in excess of 
book value. Last year Union Mutual, 
excluding the Buffalo Mutual assets, had 
$440,000 bonds mature, $230,000 bonds 
called and sold $630,000. During the 
year Union Mutual purchased bonds in 
the amount of $672,000. Most of the 
sales and redemptions resulted in a sub- 
stantial profit. The present market value 
of assets is some $380,000 greater than 
the figure at which they are carried on 
the books. The surplus based on actual 
market values will be about $1,250,000 
instead of $868,000. The reported sur- 
plus is $14.85 per $1,000 of insurance in 
force, 


Public Welcome by the Acacia 


Heralded by a 10-page Acacia Mutual 
section of the Washington “Post,” and 
by publicity and special invitations to 
policyholders and prospective clients, 
the Acacia Mutual Life held its public 
opening, in its new building at Wash- 
ington, D. C. Beautiful flowers, sent by 
friends of President Montgomery and 
other officers, decorated the main lobby 
and the executive offices. From noon 
until 10 p. m. the new building at 51 
Louisiana avenue, facing the United 
States capitol, was inspected by a steady 
stream of people. 

Guests were greeted by President 
Montgomery and other officers through- 
out the day. Chamber music, from the 
mezzanine, added its welcome. Guides, 
drawn from the ranks of employes, took 
small groups on organized tours of the 
building. Each visitor thus inspected 
the building thoroughly, receiving a 
complete explanation. 


North Dakota Commissionership 


Insurance men are interested in the 
North Dakota nominees for insurance 
commissioner. Harold Hopton, the pres- 
ent commissioner, was defeated in the 
Republican primaries by O. E. Erickson 
of Tappen. In the Democratic prima- 
ries, S. A. Olsness, former commis- 
sioner, won the nomination. Mr. Olsness 
served his state with distinction in the 
past and when he was defeated he was 
one of those having served longest in 
the National Association of Insurance 





Commissioners. 








Aetna Life Producer to 
Build Unit as Supervisor 





Ww. W. 


LUMAN 
NEW YORK, July 9.—W. W. Luman, 


consistent million-dollar producer and 
winner of the Aetna Life’s recent 12- 
month master salesman’s tournament, 
has been appointed supervisor in_ the 
Luther-Keffer agency in New York 
City, with which he has been connected 
for the eight years that he has been in 
the life insurance business. He plans 
no let-up in his personal production and 
will build his unit slowly, from scratch, 
and with emphasis on quality of men. 

When R. H. Keffer was general agent 
of the Aetna Life in Scranton, Pa., Mr. 
Luman was in the piano business there 
and on the first call sold him a $2,000 
piano that Mr. Keffer didn’t want and 
didn’t need. This performance so im- 
pressed Mr. Keffer that when he later 
took over the former Hart & Eubank 
agency Aetna Life in New York City, 
he sold Mr. Luman on coming with him 
and going into the life insurance busi- 
ness. Although a stranger in New York, 
Mr. Luman was a success from the 
start. : 

In quality as well as volume of busi- 
ness he has made an outstanding record. 
Versatility, too, is a characteristic of 
Mr. Luman’s sales methods. He sells all 
forms of life insurance, annuities, group, 
accident and health, and salary budget. 
He has done a great deal of joint sell- 
ing with other members of the agency. 
In winning the recent salesmen’s tour- 
nament, in which points were based on 
volume, lives and premium, he outdis- 
tanced his nearest competitor by approx- 
imately 50 percent. 

Bringing in new agents is no novelty 
to Mr. Luman, he having brought in a 
number of successful men while work- 
ing as full-time producer. He plans to 
use his clients as centers of influence, 
pointing out to them that they have 
helped him succeed in the insurance bus! 
ness and that now he would like to help 
someone they know succeed in it. He 
is a firm believer in going out in the 
field and working with men to show 
them how it is done rather than tryims 
to rely solely on talking to them in the 
office. 


Cleveland Agency Is Leader 


The Cleveland agency of the Lincoln 
National Life, managed by Seth A. 
Bardwell & Associates, won the Presi 
dent Hall plaque for the second com 
secutive year for largest average produc 
tion per agent on paid basis. This is the 
largest Ohio agency of the Lincoln Na- 
tional and has been a leader for many 
years. Seven agents are members of the 
consecutive weekly production club. Sev 
eral have written at least one applica 
tion a week for the last three or fou 





years. 
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~ SALES RECORDS SET 





—_ 


New York Life—A 32 percent in- 
crease in volume of new applications 
for life insurance in June, as compared 
with June, 1935, is reported. The vol- 
ume of more than $53,290,000 exceeded 
May by 11 percent and was larger than 
any month’s volume during the first half 
of this year. 

There were 24,851 new applications, 
increase of 35 percent over June, 1935, 
and increase of 11 percent over May. 
Number of new applications in June was 
the highest for any month this year. 

Northwestern National—With its 
home state agency setting the pace, the 
company set an all-time record for a 
single month’s production of regular 
business in June as sales skyrocketed to 
$7,408,391. Total sales for the month, 
including group, were $7,721,691. The 
White & Odell agency, state managers 
for Minnesota, turned in the largest vol- 
ume of regular business in its history, 
$2,102,672, which was 23 percent better 
than any previous month, 49 percent 
greater than the best previous June, and 
nearly three times the volume produced 
in June last year. For the company, 
June’s new regular volume topped the 
best previous single month, October, 
1935, by $44,000. It was 28 percent bet- 
ter than the best previous June record 
set up in 1930, and exceeded last June’s 
sales by 69 percent. The production of 
new regular business for the first six 
months, $31,959,317, is well ahead of 
sales for any corresponding period in its 
history, and 13 percent greater than the 
first half of 1935. Many agencies shared 
in this fine gain, the White & Odell 
agency’s increase being 44 percent over 
last year. 

Yeomen Mutual Life—June increase 
22 percent, and business gains every 
month this year. 

Business Men’s Assurance—Paid for 
6.2 more life and accident and health 
business in June, 27th anniversary cam- 
paign month, than a year ago. This 
brings the increase for the first six 
months to 11 per cent. California led 
with approximately $16,000 in premiums. 

Montana Life—June was the last 
month of the convention year to qualify 
for the meeting Aug. 7-10 in Yellow- 
stone Park. As a result business for 
the month was good with agents work- 
ing to increase their net paid (first year 
lapses deducted), in excess of the mini- 





Great Southern Agents 
Hold Buffalo Barbecue 








The Tennessee-Kentucky agency of 
the Great Southern Life held a buffalo 
barbecue at Nashville July 7. The buf- 
falo was shipped in from one of the com- 
pany’s ranches in West Texas especially 
for this occasion. This ranch is the larg- 
est privately owned herd of buffalo in 
the United States and was established 
over 50 years ago by Colonel Goodnight, 
who saw that the buffalo was fast dis- 
appearing from the western plains. The 
erd now numbers over 600 head. 

Dr. Joe E. Daniel, medical director; 
Ford D. Albritton, general sales director, 
and H. L. Smith, agency cashier of the 
Great Southern, represented the home 
Office, The officials of the National Life 
& Accident and Life & Casualty of 
Nashville were special guests. 

The meeting was in charge of A. Wal- 
ton Litz, agency director of the Ten- 
nessee-Kentucky agency, and some 60 
members were present. He called atten- 
tion to the increase in business that has 
been shown and pointed to May produc- 
tion, which was the largest month the 
agency had experienced in over three 
_—. Plans for production the remain- 
pac of 1936 were discussed and special 
mphasis placed upon the company’s 


convention to be held in Galveston in 
eptember, 1937, 








mum requirement of $100,000. Thirty 
agents qualified. Announcement has 
been made that the 1937 convention will 
be held at Gearhart, Ore. An increase 
of 21 percent in new business was re- 
corded in the first half of 1936, compared 
with the same period of 1935. 

Bankers Life, Nebraska—Issued 68.6 
percent more insurance in June than in 
the same month in 1935. This is the 
16th consecutive monthly gain over the 
corresponding month of the year pre- 
vious. On the year-to-date basis, issued 
business in 1936 is 29.4 percent greater 
than 1935. The second quarter shows a 
gain of 34.3 percent. 

State Mutual Life—Gain of more than 
41 percent made in June over June, 
1935. This is the largest paid figure for 
June since 1931, and marks the tenth 
consecutive month in which an increase 
has been made over the same month in 
the preceding year. 

Old Line Life of America, Milwaukee 
—Gain of 60 percent in new life insur- 
ance written during the first six months. 
Increase of 48 percent in new accident 
and health premiums in the similar pe- 
riods. New sales in June were the best 
for that month since 1931. 

Atlantic Life—Agency paid business 
in June was 25 percent greater than in 
any previous month this year. It was 
the best June in paid business since 1931, 
more business was issued than any 
month this year and increase in insur- 
ance was the largest for any month 
this year. 

Continental American Life — L a s t 
month was biggest June in volume or 
new paid for business in the history of 
the company, being 183 percent, and 
first year cash premiums 132 percent of 
the figures for June, 1935. 


Ohio State Life—Reports largest vol- 
ume of insurance in force in the com- 
pany’s history on June 30. First year 
premiums were 140 per cent of those of 
June, 1935. 

Central department Equitable of New 
York—June business increase 18 per- 
cent. A. M. Embry agency, Kansas 
City, was in first place; Ryan agency, 
Detroit, second, and W. V. Woody, Chi- 
cago, third. 

Mayfield & Bowen, Indianapolis, Mid- 
land Mutual Life—Broke all previous 
records in June with paid for volume of 
$200,000. The agency was organized in 
April, 1935, and has paid for $1,500,000 
of business. J. R. Mayfield has been or- 
ganizer the past year, training more 
than 40 producers. Indiana men quali- 
fied for the leaders club are: G. A. 
Bowen, Indianapolis; B. R. Abernathy, 
Wabash; J. A. Freudenstein, Osgood; 
H. D. Monroe, Terre Haute; E. J. Mason, 
Marion, and J. W. Lear, Rockville. 

Leon A. Soper, Los Angeles, Phoenix 
Mutual Life—Made 140 percent of goal 
for first half year, 90 percent of agency 
personnel exceeding their paid pre- 
miums for the six months of 1935. 
Agency shows gain in new business vol- 
ume of 63 percent for the six months. 


Lucky 13 for Hot Weather 


In order to stimulate production dur- 
ing the hot weather months, Mutual 
Trust Life of Chicago is conducting a 
contest called “Lucky 13.” Recognition 
is to be given those who produce an 
application a week during the 13 sum- 
mer weeks. The contest is now in its 
fifth week and 64 have made the grade 
thus far. 


Blackmon Starts Own Line 


Clifton Blackmon, editor of the 
“Southwest Insurer” of Dallas, has re- 
signed to enter business for himself and 
has formed the Blackmon Letter Serv- 
ice in Dallas. He had been editor of 
the “Southwest Insurer” something over 
a year. Formerly he was connected for 
several years in an editorial capacity 
with the “Insurance Field.” 








"Round the World 


When Marconi flashed the first wireless message across the At- 
lantic Ocean, it meant the opening of a whole new world of 
communication. 


Fifteen years before Marconi’s message, Yeomen Mutual Life had 
started to spread the message of LiZe Insurance among the people 
of the midwest—the message of savings, security, conservatism 
which have made this today one of the strongest companies in 
America. Like the great radio networks of today, Yeomen Mutual 
service is now nationwide, its policies modern to the minute, its 
business steadily growing. It offers exceptional opportunities to 
the agent who really wants to get ahead. 


“Service Through the Years’ 


Ifome Office, Des Moines, Jowa 
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OPPORTUNITY 


for Managersin Desirable Territory 


yo qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


COLUMBIA LIFE 
INSURANCE CO. 


Cincinnati, Ohio 
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Stevenson’s Capabilities Recognized 


WHEN the trustees of the PENN MUTUAL 
Lire elected JoHN A. STEVENSON, head of 
the home office agency, as executive vice- 
president, their choice met with unanimous 
approval because we have all come to 
recognize his endowments and have ap- 
preciated his contribution to life insurance 
in many directions, He has impressed 
himself not only on executives but work- 
ers in the field. He is one of the men 
high in the councils of life insurance that 
came up through the educational route. 

Mr. STEVENSON secured at first hand, 
through theory and practice, the knowl- 
edge of educational principles and then 
applied them to life insurance training. 
Because of his early experience along pro- 
fessional lines he developed processes of 
clear and profound thinking. He is not 
content with merely scratching the surface 
but goes to the depths and explores his 
subject widely. Because of the fact that 
he thinks deeply and comprehensively and 
attempts to look at all sides of a question 
his judgments are considered sound. 

Mr. StTEvENSON along with his theo- 
retical knowledge has not overlooked the 
need of intensely practical uses to which 
that knowledge can be put. This combina- 
tion has developed a robust character. He 
has appreciated the need of integrity not 
only in his personal character but in think- 


ing and in his relationships with those 
with whom he comes in contact. 

The agents carrying the rate book have 
been interested in Mr. STEVENSON’s work 
because they have felt that he has a toler- 
ant and sympathetic viewpoint of their 
problems. He has often taken the field 
side of a question where he felt the home 
office did not view the issue properly. 

Perhaps Mr. STEvENSON’s most vital 
and useful contribution to the business has 
been his determination to try to get life 
insurance selling on a more logical, con- 
sistent and scientific basis. He had a 
chance to get his first glimpse of life in- 
surance selling when he was head of the 
salesmanship course at CARNEGIE TECH. 
He could not help but recognize the waste 
due to haphazard selling methods and 
hence his great ambition has been to use 
his educational knowledge in a way that 
would develop life insurance salesmanship 
along more efficient and exact lines. He 
was one of the founders of the chartered 
life underwriter movement and has been 
one of its fervent supporters, believing that 
those who were competent to absorb the 
studies in the course lay the foundation 
for greater service, A man of Mr. STEVEN- 
son’s mold, therefore, in a place of influ- 
ence cannot help but extend sound and 
progressive ideas as to life insurance. 


Million Dollar Training 


THE appointment of two topnotch per- 
sonal producers, LEON GILBERT SIMON of 
the EguitasLe Lire or New York and 
W. W. Luman of the AETNA LIFE, to 
build quality units of new men within their 
respective agencies is of much significance 
to the business. Heretofore the general 
feeling of companies and top ranking pro- 
ducers has been that the work of induct- 
ing, training and supervising new men 
could not be made to pay enough to make 


it worth while to the million-dollar agent. ° 


It is to be hoped that the venture will 


be a decided success. If it proves practi- 
cable for big producers to bring in other 
men who will follow in their footsteps, 
companies can well afford to pay what it 
costs. Also there is the angle that a com- 
pany may hesitate to take one of its leading 
producers out of an agency and appoint 
him as a general agent elsewhere but would 
be more willing to do so if he had brought 
in several other good men who would ma- 
terially help take up the slack when the 
top men stepped out. The experiment 
will be watched with interest. 


On Their Way Upward 


DECIDEDLY encouraging are the prelim- 
inary reports on the change in insurance 
in force for the first six months. The ex- 
tensive policy loans during the depression 
resulted in heavy lapsation which offset 
much of the new business written. The pic- 
ture is now changing and for many compa- 
nies the reconstruction period is over and 
they are again on their way upward. 
Among 102 companies reporting this week 
and last, 25 which showed declines in busi- 
ness in force last year are now in plus 


column, 17 have remained in the minus 
column while only three have slipped back 
from plus to minus. 

The bellwethers are again going for- 
ward. The Bankers of Iowa has turned 
an $8,000,000 decrease in insurance in force 
for the first six months of 1935 into a gain 
of $1,634,000 this year, The Massachu- 
setts Mutual reports a plus eight instead of 
a minus 20 million. The Great West is 
now ahead a million while it had a six 
million decrease last year. The National 


UNDERWRITER 
Life of Vermont has risen from a minus 
three to a plus five million. The Pacific 


Mutual has a plus million and a half figure 


now to compare with a minus two last 
year. These are only a few of the satisfy- 
ing records now being made. 


Development of Suburban Areas 


~ SoME managers and general agents are 
giving special thought and attention to 
the selection and development of good 
men who live in small towns within 10 
or 15 miles from larger cities. They 
say that men in the smaller towns who 
have ability can finance themselves dur- 
ing the early period because the ex- 


penses of living in the small town are 
much less. Then too, these men are 
often not subject to the distractions of 
the larger city. As they develop, they 
can work in the city with the better 
prospects just as well as though they 
lived in the city itself, and still retain 
the suburban life. 








PERSONAL SIDE OF BUSINESS 


£ 





Dewey W. Johnson, deputy Minne- 
sota commissioner, will take a leave of 
absence in August to campaign for Con- 
gress. He was nominated by _ the 
Farmer-Labor party in one of the Min- 
neapolis districts. 

E. L. Carson, agency manager Equit- 
able Life of New York in Wisconsin, is 
confined to his home in Milwaukee as 
a result of a heart attack. He is mak- 
ing a good recovery but it will be sev- 
eral weeks before he will be able to 
resume active duties. 


H. K. Bache, Jr., manager policyhold- 
ers service division Atlantic Life, cele- 
brated May in a big way by losing his 
appendix and June by gaining a daugh- 
ter, Catherine Mitchell. He is now 
back on the job. 

Passengers aboard the Swedish-Amer- 
ican liner ‘““Kungsholm,” Vice-President 
W. W. Jaeger of the Bankers Life of 
Iowa and Mrs. Jaeger will spend the 
next month and one-half on a north 
cape cruise, during which they will visit 
Iceland, Norway, Sweden, Russia, Es- 
thonia, Finland and Denmark. Mr. and 
Mrs. "Jaeger sailed from New York 
June 30. 

E. E. Rhodes, vice-president and di- 
rector of the Mutual Benefit Life, will 
celebrate his 50th anniversary of serv- 
ice with the company Aug. 1. He began 
his insurance career in the mathematical 
department at the home office, was made 
assistant mathematician in 1902 and in 
1905 was made mathematician. He was 
elected vice-president in 1908. 


Wilbur M. Brucker, vice-president 
and counsel of the American Life of 
Detroit and former governor of Michi- 
gan, has announced his candidacy for 
United States senator on the Republican 
ticket. He will oppose Senator James 
Couzens. 


Announcement is made of the mar- 
riage of Ralph Barksdale of Clayton, 
Mo., assistant manager of the Travelers 
in St. Louis, to Miss Eleanor Meir of 
Glendale. They are in the east on their 
honeymoon. 


Editor John E. Puckette of the “In- 
surance Field” is wielding a ready, ver- 
satile and fervent pen these days. He 
is suffused with sentiment, pride and 
ambition. It is all due to the arrival of 
a new son. This is the second in the 
Puckette household. The boy is named 





Cleveland Puckette. Whether he bears 





ane 2 


the honored name of Grover Cleveland 
or whether Father Puckette turned back 
to his native state and named the boy 
after Cleveland, Tenn. is not an- 
nounced. Or perhaps he hankers after 
the cooling breezes of Lake Erie and 
hence admires Cleveland, O., with its 
exposition on this year. Editor Puck- 
ette had a number of Clevelands to draw 
upon as he could have chosen Cleveland 
from Alabama, Arkansas, Florida, 
Georgia, Kansas, Minnesota, Mississippi. 
Missouri, Montana, New Mexico, New 
York, North Carolina, North Dakota, 
Oklahoma, South Carolina, Texas, Utah, 
Virginia, West Virginia, Wisconsin. 

Mayhap the new son was named after 
Grover Cleveland Alexander, famous as 
a baseball pitcher a few years ago. Mr. 
Puckette’s press agent gives it as his 
impression that Cleveland, Tenn., is a 
romantic town that appealed to. the 
father and hence undoubtedly the name 
sprang from that region. 


Grandon V. Van de Walker, son of 
H. E. Van de Walker, state agent Ohio 
State Life, Detroit, was graduated re- 
cently from the University of Michigan 
with a master’s degree. He has entered 
his father’s office in Detroit, to learn the 
life insurance business. His first ap- 
plication was for a $5,000 policy. 


mm: We Partridge, | who becomes gen- 
eral agent of the New England Mutual 
Life at Boston in charge of the Con- 
gress street agency .at 140 Congress 
street, a new office just created, is a son 
of Vice- president Frank T. Partridge 
of the company. He is a graduate of 
Brown. 

The many friends of Verne B. Travis 
of Richmond, Va., manager of the Shen- 
andoah Life in that territory, are sym- 
pathizing with him in the death of his 
father, Joseph S. Travis, at Brownsville, 
QO. By a strange concidence Mr. Travis 
left Richmond the day before his 
father’s death to spend his vacation with 
his parents. He knew nothing of his 
father’s death until he was within six 
miles of his home when a neighbor con- 
veyed to him the sad news. 

Mr. Travis is making an outstanding 
record for his company in Richmond. 
He went there a little over a year ago, 
a total stranger, and since then he has 
reorganized the field and rejuvenated 
the whole seaman 


W. W. Wolford, ¢ 63, for 20 years an 
examiner in the Ohio department, died 
in a Columbus hospital. He was one 
of the oldest examiners in the depart- 
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ment. His son-in-law, Carl Lively, is 
connected with the Ohio Inspection 
Bureau. 


Samuel C. Loventhal, son of Charles 
B. H. Loventhal of Loventhal Brothers 
of Nashville, who conduct a general 
insurance agency as well as represent 
the Northwestern Mutual Life, has en- 
tered the Loventhal office after gradu- 
ating from Vanderbilt at the age of 21 
with magna cum laude honors. He was 
awarded the Phi Beta Kappa key and 
was president of that group in his class. 
On the day that he entered his insur- 
ance career he secured a life insurance 
application. 

His father won the prize for the larg- 
est number of applications secured dur- 
ing Life Insurance Week in Nashville. 
He wrote 15. He wrote 35 applications 
in May. Mr. Loventhal is one of the 
star producers for the Northwestern 
Mutual Life and keeps up his general 
insurance work also. He is the first 
member of the Tennessee agency in 15 
years to win membership in the Mara- 
thon Club of the Northwestern, as he 
wrote 102 policies. 

There are three brothers that are pro- 
ducing life insurance, Lee J., Martin S. 
and Charles B. H. 

L. M. Bidwell, vice-president of the 
Ontario Equitable Life & Accident of 
Waterloo, Ont., has compiled a song 
book entitled, “Songs of a Life Insur- 


| 








ance Man.” Mr. Bidwell has taken pop- 
ular tunes and adapted life insurance 
words to them. There are 21 different 
songs altogether. They can be used at 
life insurance banquets and conventions. 
Mr. Bidwell is selling them at $4 a hun- 
dred. 


S. F. Clabaugh, president Protective 
Life, Birmingham, has been elected an 
international trustee of Kiwanis Inter- 
national. 


E. A. Olson, president, and B. N. 
Woodson, agency secretary of the Mu- 
tual Trust Life, are making an agency 
visit to the Pacific Coast. They will be 
away from the Chicago head office for 
most of this month. 


Lee J. Dougherty, president of the 
Guaranty Life of Davenport, made a 
hole-in-one on the Rock Island Arsenal 
golf club last week. Playing with his 
daughter, Miss Alice Ann, Mr. Dough- 
erty bagged the ace on the 176-yard 
13th hole. 


F. R. Maffei of the Pittsburgh agency 
of the Ohio State Life has just com- 
pleted 6% years of consecutive weekly 
production. 

H. A. Hodge, former supervisor of 
the Ohio State Life in Texas, died in 
San Antonio after a long illness. Burial 
was at his old home, Marion, Ky. 








LIFE AGENCY CHANGES 





Lincoln National in Hawaii 





Appoints T. H. Davies & Co., Honolulu, 
General Agents—S. E. Werden Named 
Manager of Life Department 





The Lincoln National Life has entered 
Hawaii. Theo. H. Davies & Co., Ltd., 
Honolulu, has been appointed general 
agent for the entire territory and will 
maintain a separate life department. S. 
E. Werden has been named manager of 
that department. 

Mr. Werden has been in the life in- 
surance business for the past six years 
on the Pacific Coast. For three years 
he served in the field as soliciting agent 
and for the last three years has been 
agency manager of a large life agency in 
Los Angeles. He has an excellent rec- 
ord of personal production and recruit- 
ing and training men for the life insur- 
ance business. In his previous connec- 
tion, the agency under his direction paid 
for $5,000,000 or $6,000,000 a year. 

Before entering life insurance work, 
Mr, Werden spent two years in the 
Pacific merchant marine operating from 
Los Angeles to the Orient. He also has 
had two years’ business experience in 
Honolulu. 


Guarantee Mutual at Indianapolis 


The Guarantee Mutual Life of 
Omaha has appointed Ralph F. Morgan 
as general agent at Indianapolis with a 
territory comprising 13 central Indiana 
counties. Mr. Morgan, who has had 
more than 15 years’ experience. in life 
insurance sales and supervisory. work, 
Was agency supervisor for the General 
American Life of St. Louis the past 
year. The Guarantee Mutual branch 
Office in the Fletcher Trust building at 
Indianapolis has been taken over by Mr. 
Morgan as headquarters for his new 
general agency. 





Douglass Indianapolis Manager 
G. R» Douglass has: become Indianap- 
olis manager of the Mutual Life of New 
York, with offices on the sixth floor of 
the Electric building. He succeeds Guy 
A. Ramsdell, manager since 1914, who 
as retired. Mr. Douglass goes to In- 
dianapolis from St. Paul, where he was 
an agency organizer. He has been with 
the company -since 1928. -He- was born 








in Tekamah, Neb., and for two years 
before entering insurance work was stu- 
dent employment secretary for colleges 
and universities in Lincoln. 


White Gets Alabama Post 


A. L. Smith, Alabama general agent 
for the Jefferson Standard Life of 
Greensboro, N. C., has appointed Fred 
H. White, Birmingham, manager of the 
central Alabama agency at Montgomery. 
Mr. White was formerly with the Fed- 
eral Land Bank of New Orleans. 





San Jose New Appointment Made 


C. T. Abell, Pacific Mutual general 
agent at San Jose, Cal., has appointed 
D. U. Stout as district manager at Sa- 
linas, Cal. Mr. Stout has been office 
manager of the San Jose agency the 
past year. Mr. Abell reports 20 percent 
increase the first six months over the 
same period last year and predicts that 
his entire year’s quota on both life and 
accident and health will be completed 
by July 31. 


W. W. Bogart Promoted 


W. W. Bogart has been promoted to 
general supervisor of 11 counties in 
northwestern Ohio by the Lincoln Na- 
tional Life. He has been located in Fort 
Wayne for seven years. Recently he has 
been working part of the time in Ohio 
district. 








Mallon Is Temporary Manager 


The Provident Mutual Life has sent 
E: Lloyd Mallon from the home office 
in Philadelphia to Milwaukee as tem- 
porary manager, pending the appoint- 
ment of a new general agent there to 
succeed Abner A. Heald who resigned 
to become general agent of the Bankers 
Life of Iowa in Detroit. Mr. Heald has 
already left to assume his new duties. 


Globe Life’s New Offices 


C. S. Routt, director of agencies of 
the Globe Life of Chicago; announces 
the opening of new offices at 402 Leh- 
mann building, Peoria, Ill.: Fred T. 
Ausbury has been appointed as general 
agent for Peoria and surrounding coun- 
ties, with Edwin Ingersol as district 
manager at Pekin, Ill. Four new agents 
have been added to the Kankakee, III., 
agency. The Peoria agency challenged 





Experience shows that success 
is due less to ability than to zeal. The 
winner is he who gives himself to his work, 


body and soul.—Charles Buxton. 






. Richmond, Va. 














“best opportunity in the field” 


An exact copy of part of a letter received from 
an agent who recently joined us. 


"In the meantime I have been care—- 
fully studying the manual and some of 
the literature and I am certainly sold 
on the Company and its policies. 


"I think this Company now offers 
the Salesman the best opportunity in 
the field, and I am speaking from a 
long experience in the business. 


"I certainly expect to put this 
-part of the State on the map for the 
Bankers Mutual Life Company." 


Yours very truly, 


ae Bs @, 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 
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What 
is One of the 
Greatest Social 
Forces 
of our Day? 


.. LIFE 
INSURANCE! 


You know what Life 
Insurance has meant to 
widows and orphans, 
You know what it has 
meant to the aged and 
the sick. But there are 
other aspects of Life 
Insurance even broader 
than that. 

Do you know that it 
acted as a cushion to 
the markets of the na- 
tio1 during depressions? 
Do you know that it 
was alleviating child 
labor long before there 
were child labor laws? 
Do you know that it 
was establishing re- 
serves against unem- 
ployment long before 
that was a pressing 
concern of Government? 
Do you know that it 
has fought disease . 
dependence... poverty 

. and other social 
hazards? 

Life Insurance is of 
enormous importance 
to the individual... but 
it is of equal import- 
ance to society. Life 
Insurance is one of the 
great social forces of 
our day. 


% Reliance Life today 
aids policyholders 
with loans exceeding 
eighteen million 
dollars. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 











the Kankakee agency for July produc- 
tion, losers to buy a dinner for the win- 
ners, and suitable prizes are to be 
awarded by Mr. Routt. 

The Globe will open offices in Bloom- 
ington, Elgin, Evanston, Rockford, 
Springfield, Lincoln, and Danville, Ill. 





Names Rowland at Syracuse 


The Empire State Mutual Life of 
Jamestown, N. Y., has opened a branch 
office in Syracuse at 317 State Tower 
building under management of J. S. 
Rowland, general agent. 


Bimm Made Dayton Manager 


Harry L. Bimm has been appointed 
manager of the Massachusetts Mutual 
at Dayton, O. He was formerly associ- 
ate general agent there under L. C. Wit- 
ten of Cincinnati, who resigned recently, 
due to ill health. 





Aldrich to Bloomington 
A. L. Aldrich has been made district 
manager of the Mutual Benefit Health 
& Accident and United Benefit Life at 
Bloomington, Ill. He was formerly as- 
sistant manager of the Springfield, III, 
office, 





Life Agency Notes 


W. T. Schutt has been appointed dis- 
trict manager in Miami, Fla., by the 
Penn Mutual Life. He succeeds E. E. 
Ayers. 

M. W. Bailey and W. P. Delabert have 
been appointed district managers at 
San Jose, Cal. for the Kansas City Life. 
This office will service Santa Clara, 
Santa Cruz and Monterey counties. 


H. B. Johnson has been appointed dis- 
trict manager of the Pacific Mutual Life 
at Crewe, Va. For a number of years 
he has been cashier for the Virginia 
state agency at Farmville of which J. 
E. Garland is the head. 

W. J. Hartman, formerly with the In- 
demnity of North America at Seattle, 
has returned to the city as agency _ or- 
ganizer for the Mutual Life of New 
York. He has recently been with the 
latter company in Billings, Mont. 


Allows Beneficiary to Sue 
the Coinsurer Directly 





The Kentucky court of appeals has 
affirmed judgment against Lincoln Na- 
tional Life which was sued directly by 
a beneficiary of one who held a policy 
in the now defunct Equitable Life & 
Casualty which had divided its liability 
on this particular contract by way of 
coinsurance. The case was Lincoln Na- 
tional vs. Means. 

Equitable Life & Casualty some years 
ago was unable to fulfill the require- 
ments of section 648 of the Kentucky 
statute concerning the deposit of securi- 
ties and the commissioner declined to 
permit it to engage in business until it 
contracted with another life company 
able to comply with section 631. Lin- 
coln National agreed to coinsure with 
Equitable Life & Casualty and “take the 
full risk and carry the full reserves of 
the policy.” Lincoln National con- 
tended that neither Ray Means, the as- 
sured, nor Harriet Means, the benefi- 
ciary, was a party to the contract be- 
tween Equitable Life & Casualty and 
Lincoln National and that Lincoln Na- 
tional is not a party to Equitable Life 
& Casualty’s policy issued to Means. 

The court of appeals stated it is not 
impressed with the argument that Har- 
riet Means is without right to sue and 
recover of Lincoln National. 

Lincoln National and Equitable Life 
& Casualty contract was entered into to 
bind Lincoln National as a coinsurer 
with Equitable Life & Casualty as to 
any policyholder to whom a policy was 
issued by Equitable Life & Casualty. 


Virginia Field Club Officers 

New officers of the Virginia Field 
Club of the Eldon D. Wilson agency 
of the Mutual Life of New York are: 
E. L. Ayres, Lynchburg, president; C. 
F. Jenness, Richmond, vice-president; 
E. W. Browne, Jr., Norfolk, secretary. 








Leon G. Simon Is Named 
Associate General Agent 




















LEON GILBERT SIMON 


NEW YORK, July 9.—Leon Gilbert 
Simon, nationally known authority on 
business and inheritance tax insurance, 
has been appointed associate general 
agent of the Martin T. Ford agency of 
the Equitable Life of New York in New 
York City. He will build a unit of men 
who will specialize along the lines for 
which he is well known, at the same 
time maintaining his personal produc- 
tion at its present high level. He is one 
of the Equitable Life’s leading produc- 
ers. 

In building his group, Mr. Simon’s 
aim will be quality of men rather than 
production volume, as he believes that 
if quality is put first, volume will take 
care of itself in the eventual result. 
While not discounting the value of aca- 
demic instruction—few have done more 
to promote education in life insurance— 
he nevertheless believes that the best 
possible instruction is for the student to 
go out with the teacher and see how the 
latter operates under fire. A big pro- 
ducer who had been in one of his selling 
courses later went out on a joint case 
with him. He said, “I got more out of 
that one session than in all the 12 weeks’ 
course and the 12 weeks were swell.” 


Joint Work Proves Value 


Mr. Simon is not planning to devote 
less time to personal production than 
formerly, but will take time for his su- 


pervisory work by cutting down on lec-' 


turing and other outside activities not 
directly connected with selling which 
have occupied a considerable share of 
his working day. 

Mr. Simon has achieved distinction 
in many different fields while consis- 
tently maintaining a leading position as 
an agent. He became president of the 
New York City Life Underwriters As- 
sociation in 1931 and has served as its 
national executive committeeman. For 
the past 11 years he has been on the 
faculty of New York University and for 
several years has served as chairman 
advisory council of the Chase National 
Bank’s insurance trust department. As 
chairman of the local association’s edu- 
cational committee he inaugurated the 
educational course which proved of great 
value to association members and was 
an aid in the membership drive. He is 
the author of “Inheritance Taxation” 
and “Business Insurance,” the latter be- 
ing one of the biggest sellers in the life 
insurance field 

While achieving life membership in 
the Million Dollar Round Table Mr. 
Simon has nevertheless found time to 
make several transcontinental speaking 
trips, addressing chambers of commerce, 
bankers’ associations and insurance con- 
ventions. In 1928 he was admitted to 
full membership in the American Math- 
ematical Society, a scientific organiza- 





ACTUARIES 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 











114 Sansome Street 
SAN FRANCISCO 


CONNECTICUT 
Frederic S. Withington 


Consulting Actuary 


317 Willow Street 
New Haven, Conn. 




















ILLINOIS 











DONALD F. CAMPBELL 
Consulting Actuary 


160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 














Specialty, — Paine of Insurance 


WILLIAM W. ‘CHAMBREAU 


Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 
Organization, Management, Tax Service 
Washington Office Investment Bldg, 














CONOVER, GREEN & CO. 


Actuarial and Insurance Consultants 


120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
Walter C. Green FRAnklin 3868 


INDIANA 
Haight, Davis & Haight, Ine.| 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 





























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 


MISSOURI 


ALEXANDER C. GOOD 


Consulting Actuary 
Central Missouri Trust Company Building 
Jefferson City, Missouri 


NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST 4TH STREET NEW YORK 


PENNSYLVANIA 
FRANK M. SPEAKMAN 
wamiacine a 

Fred E. ——_ Cc. P. A 


E. P. Higgins 
THE BOURSE PHILADELPHIA 
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tion for which applicants must qualify 
by examination and by original mathe- 
matical research. He was one of the 
youngest men to be admitted up to that 
time. This year Mr. Simon was elected 
to the American Economic Association. 

Mr. Simon came into the life insurance 
business with a rather unusual back- 
ground. After completing an engineer- 
ing education at Columbia University, he 
was engaged by the Bureau of Engineer- 
ing Statistics in New York City, an or- 
ganization sponsored by the New York 
Central Railroad to revalue all its physi- 
cal properties. One year later Martin T. 





Ford of the Equitable Life induced him 
to come into the life insurance business. 
That was 18 years ago and Mr. Simon 
has been associated with Mr. Ford ever 
since. The Ford agency is one of the 
few general agencies of the Equitable, 
as the company went over to the man- 
agership system some years ago in mak- 
ing new appointments. 





Lorentz Schmidt, for the past several 
years a leading producer with the 
Wichita, Kan., general agency of the 
Equitable of New York, has resigned to 
re-enter the architectural field in 
Wichita where he headed one of the 
largest offices in the state prior to 1932. 











coma 


NEWS OF THE COMPANIES 





Graham with Manhattan Life 





Former President of Central States 
Life Named Executive Vice-presi- 
dent of N. Y. Company 





George Graham, who lost out as 
president of the Central States Life of 
St. Louis in the recent shake-up, has 





GEORGE GRAHAM 


joined the Manhattan Life with the title 
of executive vice-president. He was 
vice-president of Central States Life 
Irom 1921 to 1933. In that year he was 
elected president. He is a native of 
Scotland. When he came to this coun- 
try he made a connection with the New 
York Life in the actuarial department. 
He later became an actuary for the IIli- 
nois department and then went into the 
actuarial department of Missouri State 
Life. He later became vice-president 
of that company. He is a past presi- 
dent of the American Life Convention 
and of the American Institute of Ac- 





tuaries. He is an outstanding execu- 


tive. 


Equitable, N. Y., Advances 
Milliman and Koniger 





NEW YORK, July 9.—Wendell A. 
Milliman, actuarial assistant, has been 
appointed assistant actuary by _ the 
Equitable Life of New York and M. J. 
Koniger, superintendent of the bureau 
of issue, has been appointed superinten- 
dent of the newly created bureau of lay 
underwriters. Mr. Milliman joined the 
Equitable in 1929 as a member of the 
group underwriting staff. In 1932 he 
was transferred to the mathematical divi- 
sion of the actuarial department and was 
made actuarial assistant early this year. 

Mr. Koniger has been connected with 
the underwriting branch of the Equitable 
since 1887. 





Club Requirements Changed 


Requirements for qualifications for the 
leading producers’ clubs of the West 
Coast Life have been modified. Here- 
after $200,000 of new paid business is 
the limit for membership in the $200,000 
Club, instead of $250,000, as formerly. 
Membership in the Century Club may 
be won by paying for $100,000 of new 
business instead of $125,000. 

The 1937 convention will be held in 
Del Monte in the fall and in 1939 all 
qualified agents will be invited to San 
Francisco, with the Golden Gate Inter- 
national Exposition as a special attrac- 
tion. 


Starts Birthday Campaign 


The Ohio State Life has started a 
birthday campaign in commemoration 
of the 30th anniversary of the founding 
of the company. The campaign will 
close July 25, the anniversary date. 

Every agency of the Ohio State Life 
will hold a birthday party July 25 in 
commemoration of the anniversary. 
When the first policy was written July 
25, 1906, the home office consisted of a 
single room and John M. Sarver, now 
chairman of the board, then secretary 
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Choice territories now available—Write 


THE OLD LINE Cedar Rapids Wite 


INSURANCE COMPANY 


Cedar Rapids, Iowa 
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WIDE RANGE OF MODERN POLICIES 


(1) 30-year record of stability. 

(2) Compact operating territory—closer cooperation. 

(3) Agency-minded home office personnel. 

(4) 5th among Iowa companies in Iowa business written 1935. 
(5) Wide range of modern policies. 

(6) Men and women written on equal terms. 

(7) Agents’ direct mail advertising help. 





Voehe Peek: COMP ANY 


of the company, was the whole office 
force. He wrote the application, ar- 
ranged for the examination, underwrote 
the business, wrote the policy in long- 
hand, made the policy records the same 
way, delivered the ‘policy, collected the 
premium, and entered it in the books. 

The Ohio State will hold its annual 
agency convention in Quebec the first 
week in August. 





Church Carrier Asks Injunction 


An injunction against enforcement of 
an order of the Indiana department, pro- 
hibiting the Church Members Relief As- 
sociation from writing policies contain- 
ing loan values, paid-up insurance and 
extended insurance options, is sought in 
a suit filed in Indianapolis. ; 

The association had in force approxi- 
mately $890,000 of the types of policies 
affected by the order, the suit says. 





Examining California Companies 

The Pacific Mutual Life, Progressive 
Life Association and World Life & 
Benefit Association are being examined 
by the California department. Exam- 
ination of the Prudence Mutual Life and 
Sunset Mutual Life was recently com- 
pleted. 





Further Hearings on Continental 
ST. LOUIS, July 9—Circuit Judge 
Joynt will hear arguments Friday for 
and against the application of Ed Mays, 
president Continental Life, for a court 
order to permit him to examine certain 
additional records and correspondence 
so that he can determine the present 
assets and liabilities of the company. 

Next Thursday Judge Joynt will take 
up the application of Superintendent 
O’Malley to terminate the rehabilita- 
tion of the Continental Life. Mr. O’Mal- 
ley would have the court declare the 
company insolvent and order its dis- 
solution and the sale of its assets and 
reinsurance. Mr. Mays is opposing this 
application. He contends the rehabilita- 
tion process has been successful and 
that the company being solvent should 
be turned back to its officers and di- 
rectors. 

Eight proposals for reinsurance have 
been submitted to Superintendent 
O’Malley. That most favored is the 
proposition made by the Kansas City 
Life. 


Dr. Goos Medical Director 


Dr. H. W. Goos, who has been with 
the Home Life of America at Philadel- 
phia as medical examiner since Septem- 
ber, 1915, and assistant medical director 
since October, 1934, has been made med- 
ical director. He was born in Philadel- 
phia, Dec. 28, 1887, and took his medical 
course at the University of Pennsyl- 
vania. 








Baltimore Life Promotions 


The Baltimore Life announces that 
Stephen D. Powell, who has been sec- 
ond vice-president and superintendent of 
agents, now becomes first vice-president. 
Albert Burns, who is secretary, is made 
second vice-president. J. Brookes Smith, 
actuary, is elected secretary. Arthur R. 
German is president. 


Former Commissioner Arrested 


RUTLAND, VT., July 9—R. C. 
Clark, former Vermont commissioner, 
has been placed under arrest, charged 
with being an accessory to the larceny 
of moneys from the Marble Savings 
Bank of Rutland. 

A shortage of $251,000 is alleged to 
have been discovered. J. J. Cocklin, al- 
leged to be the embezzler, has been 
arrested on a charge of larceny of $10,- 
000 from the bank while Mr. Clark is 
charged. on eight counts involving 
knowledge of the alleged theft and aid- 
ing in the concealment of the shortage. 
Mr. Clark, who stoutly protested his 


growing 





every 





month 


growing .. . 

January gain insur- 
ance in force. . $1,618,298 
growing ... 

February gain insur- 
ance in force. . .$1,972,773 
growing ... 

March gain _insur- 
ance in force. . .$1,412,217 
growing ... 

April gain __ insur- 
ance in force. . .$1,408,765 
growing... 
ay gain insurance 
in force....... $1,495,893 








Total Gain for year 

. ae $7,607,450 
Total Gain first five 

months of 1936. $7,907,946 
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CHATTANOOGA 


protecting provident people 
since 1887 


LIFE © °* ACCIDENT 
® HEALTH GROUP ® 
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innocence, posted $15,000 bond. State 
politics are understood to be involved. 
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General Agency Openings 

. with 
A GREAT COMPANY 
GROWING GREATER 








A Company that has 


*Madea Gain in 
Insurance in Force 


during the first four months of 
1936 of more than $4,000,000. 


*A Liberal Contract 


(Both First Year and Renewal 
Commissions) 


*An Attractive Line 
ef Policies 


(designed to fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 


eration in the field 


Enjoy the advantages of 


COMMONWEALTH CORDIAL 
CO-OPERATION 


IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 




















As SEEN FROM CHICAGO 





NEW CHICAGO DIRECTORY 


Tue NATIONAL UNDERWRITER has issued 
its 1936 edition of the Chicago Under- 
writers Handbook giving complete infor- 
mation insurance-wise of Chicago and 
Cook County. This book is larger than 
the insurance directories of some of the 
states. It gives a list of all the brokers 
licensed by the insurance department, 
who operate in Cook county, all the out- 
side agents as well as the so-called 
Class 1 agents of the Chicago Board of 
Underwriters. It furnishes a complete 
directory of the life companies, their 
agents and the casualty companies. It 
has a list of adjusters, various associa- 
tions and bureaus, alphabetical list of 
fire insurance field men in Cook county, 
improved risk superintendents, marine 
agencies, fire premiums for six years in 
Cook county, etc. It is a book of almost 
400 pages. For those having to do with 
Chicago or Cook county insurance-wise, 
the edition is invaluable. 

ok ok 
SEE AN ENLARGED FIELD 


Some of the Chicago life insurance 
managers are realizing that a big field 
now is opened by getting agents to so- 
licit life insurance for various institu- 
tions, philanthropic, religious and cul- 
tural. Due to the fact that many people 
hesitate about making specific bequests 
in their wills owing to the increasing tax 
burdens, it has been found that the same 
objective can be secured through life in- 
surance. A person can take out a policy, 
an endowment form, for example, or a 
life policy, and make the institution the 
beneficiary and have it irrevocable, thus 
being able to deduct the premium in 
income tax returns. Some managers 
have been able to secure agents who are 
willing to enter the life insurance field 
and specialize on this class of business. 
They will represent the institution and 
approach people from that angle. 

* Ok Ok 
GENERAL AMERICAN OFFICE MOVES 


The Chicago office of the General 
American Life, which for the past three 
years has been located at 33 North La 
Salle street, has been moved to the Field 
building, 135 South La Salle street. Rus- 
sell C, Whitney, who has been with the 
agency since Jan. 1, is in charge. Mr. 
Whitney was formerly an independent 
broker in Chicago. The new quarters 
provide greatly enlarged space and it 
is planned to expand the agency with 
the addition of new men. 

* Ok % 
RELIANCE APPOINTS HOGLE 


J. M. Hogle Agency, Insurance Ex- 
change, Chicago, has been appointed 
general agent of the Reliance Life of 
which W. C. Peck is Illinois manager. 
The local agency is starting a life de- 
partment under C. F. Kinnucan as man- 
ager. Mr. Kinnucan has been in the life 
insurance business about two years. 

The Illinois department of the Reli- 
ance Life shows an increase in paid for 
business of 135 percent for June, 1936, 
Over 1935. 

* KK 

TRAVELERS BRANCH IS LEADER 


The Travelers branch in Chicago led 
the United States and Canada in the 
“supremacy campaign” which ran from 
April 4 to June 27 and was designed to 
boost accident insurance production. 
The branch under Manager E. B. Dud- 
ley wrote $41,500 premiums in the pe- 
riod, an all-time record. It also wrote 
373 ‘applications for $7,132 premium vol- 
ume in the last week of the drive, the 
greatest week in the history of the 
branch. The best previous record was 
260 applications for $4,700. I. H. Curtis, 
with 16 applications, was Chicago 
leader; Frank Moloney with 15, second, 
and Alexander Sobel with 14 was third, 
he also being third throughout the two 
countries. Manager Dudley reports a 
40 percent increase in life business on 
written basis during the accident cam- 





paign. The branch held an outing at 
Belmont golf club under auspices of 
the Travelers Club. First blind bogey 
prize was won by J. M. Holmes, as- 
sistant manager. H, E. Tank, retiring 
brokerage manager, was presented a 
well outfitted bag by the club. Man- 
ager Dudley and E. L. Mason, assistant 
manager, attended. 
oak. ok 

INSURANCE STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 

Aetna Tile: ..0.4:2% 10 -60 3 33 
Alliance Life ... 1 ae *y 1% 
Bank. Nat. Life. 10 1.00 21 25 
Central Life, Ill. 10 rele 9 oe 
Cent. States Life 5 pate 3 a 
Columbian Nat..100 4.00 85 95 
Conn, Gen, Life. 10 .80 43 444% 
Cont. Assurance. 10 2.00 38 40 
Farm. & Traders.100 10.00 210 225 
Fed. Life, Chgo. 10 aie 8 ede 
Girard Life ..... 10 -40 10 11% 
Great Nor. Life. 10 pets 4 6 
Great South Life 10 2.50 33 35 
Life & Cas. of 

MBO) Getwiesisie os 2.00 18 are 
Tuite: of Va. s6ss< 20 3.00 75 85 
Lincoln Natl. ... 10 1.20 30 31 
Natl. Life & Ac. 10 1.60 65 75 
New World .... 10 -40 6 6% 
Northw. Natl. .. 5 bas 138% 14% 
North Amer. ... 2 este 2% 3% 
Ohio National .. 10 1.00 22 25 
Ohio State Life..100 10.00 225 


Old Line Life... 10  .60 15. dC 


Pacific Mutual .. 1 14% 15% 
Philadelphia Life 10 ers 3% 4% 
Provident Life... 10 .80 12 
Rockford Life... 10 bots 4 8 
DUR TALC 6-626 50:0: 100 siays 440 460 
TPAVEIETS 5.00006 100 16.00 560 570 


Union Central .. 20 
Wisconsin Natl.. 10 .50 16 18 


GREAT-WEST LIFE CELEBRATION 


The new Chicago office of the Great- 
West Life of Winnipeg was host to a 
number of insurance men, policyholders 
and friends Thursday. After the appoint- 
ment of Earl M. Schwemm as manager, 
commodious quarters were secured in 
the Field building, new furniture was 
secured and the office was thoroughly 
modernized. Vice-president H. W. Man- 
ning and Inspector of Agencies Don 
Ferguson were present from the head 
office to assist Manager Schwemm in 
receiving. Mr. Schwemm was formerly 
connected with the Connecticut General 
in Chicago. 

The Great-West intends to enlarge its 
activities very materially in Chicago and 
Illinois. It is a live institution and one 
of the best companies in Canada. 

* *K 


SIEGMUND ON LAKE CRUISE 


W. H. Siegmund, assistant manager 
Equitable of New York in Chicago, is 
on a cruise on the “S.S. Wilmette” of 
the Great Lakes squadron of the navy, 
and will come off his tour of duty July 
19. Mr. Siegmund is active in the naval 
reserve and is commanding officer of the 
26th division, Chicago naval reserve 
armory. 

* *K * 
BIRTHDAY PARTY FOR DINGLE 


John Dingle of Bokum & Dingle, Chi- 
cago general agent Massachusetts Mu- 
tual, was given a real surprise by the 
agents on his 50th birthday. His son 
John, a Dartmouth senior, was in town 
and invited him to go to a club to meet 
John Hamilton, Republican national 
campaign manager, with whom Mr. 
Dingle had been corresponding. Instead 
they walked in on the agents’ party in 
full swing. Mr. Dingle was presented 
a plaque beautifully engrossed in color, 
bearing the agents’ signatures. Mr. 
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Dingle has been 23 years in the life jp. 
surance business and 20 years with the 
Massachusetts Mutual, of which for 1 
he has been general agent. 

ee ae 


MANUAL ‘OF EXAMINATIONS 


The Illinois insurance department has 
gotten up in tentative form a “Manual 
of Examinations,” giving a set of ques. 
tions and answers in various depart. 
ments of insurance which can be used 
by applicants for licenses in order to 
prepare for examinations. This tentative 
manual is being submitted to the vari- 
ous organizations for criticism and sug: 
gestions. When the department has re- 
ceived the comment it will get the work 
in permanent shape. 


* Ke OK 
WOODY AGENCY IN OUTING 


The W. V. Woody agency Equitable 
of New York in Chicago held an outing 
at Bunker Hill, with E. T. Marsh, con- 
mander Harry T. Wright post, Vet- 
erans’ Legion in the agency, as guest of 
honor, the managerial staff being host, 
Manager Woody, presented the Equit- 
able’s “Legion of Honor,” a gold cross 
and ribbon, to Mr. Marsh in recognition 
of the fact that the Woody agency’s 
veterans last year did the finest job on 
increase of business in the country. Mr, 
Marsh, who has been in the agency 22 
years, is retiring commander and J, J. 
McKenna is the new commander, with 
John Currie as adjutant. Mr. Wright 
heads the veterans, his service with the 
Equitable in the agency being 28 years, 
Dr. A. L. Sherrill, medical referee; Wil- 
liam Echols, cashier; Foster Rinefort, 
assistant district inspector; W. M. Roth- 
aermel, superintendent of agencies cen- 
tral department; A. M. Sloan, his as- 
sistant; Assistant Manager W. E. Simp- 
son and H. T. Ackerman, pension di- 
rector, group department, were among 
officials attending. The Woody agency 
was in third place in the central depart- 
ment last month, having 20 percent busi- 
ness increase. 





General 
Agency Openings 
for Illinois 


Liberal first year commission 
and non-forfeitable renewal 
commission. 


Assistance in the Field, Home 
Office co-operation, Radio 
Advertising. 


Writing complete line of Mod- 
ern Policies, all standard pro- 
vision. 


Ages 0-65. 


Double Indemnity, Triple In- 
demnity, Disability, non-med- 
ical. 


For particulars write 


BUILDERS LIFE 
INSURANCE| COMPANY 
BUILDERS BLDG. 

228 No. La Salle St. CHICAGO 


WBBM every Sunday 12:45 daylight 


savings time. 
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NEWS OF LIFE ASSOCIATIONS 
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Chicago Chairmen Selected 


Personnel of Association’s Committees 
Announced; Buckley and Stumes 
in Important Posts 


Committee personnel for the coming 
vear is announced by the Chicago asso- 
ciation. There are 24 committees this 
year, including the recently formed ad- 
visory council which is headed this year 
by L. M. Buckley, Provident Mutual. 
A. J. Johannsen, Northwestern Mutual, 
was first chairman and one of the prime 
movers in the council which consists of 
72 members, one for each agency with 
five or more members. C. B. Stumes, 
of Stumes & Loeb, general agents Penn 
Mutual, is new chairman of the general 
agents and managers division. 

Chairmen of the other committees are: 
Past presidents, R. L. Davis, W. W. 
Durham & Co.; advertising and public 
relations, J. L. Catlett, Acadia Mutual; 
business practice, J. F. Oates, Hobart 
& Oates, general agents Northwestern 
Mutual; community fund, A. J. Johann- 
sen; by-laws, Mr. Johannsen; field men’s 
division, A. E. McKeough, W. A. Alex- 
ander & Co., general agent Penn Mu- 
tual; sales promotion, Mr. McKeough; 
finance, R. S. Edwards, general agent 
Aetna Life; legislation, C. B. Stumes; 
business getters sales clinic, J. D. Moy- 
nahan, Metropolitan; trust company co- 
operation, Mr. Moynahan; music and 
entertainment, E. E. Crosby, Fidelity 
Mutual; National convention attendance, 
A. Van Goldman, Prudential; publicity, 
Dave Dawson, Mutual Trust Life; re- 
ception, J. F. Slack, Continental Assur- 





New President 














PHINEHAS PROUTY, JR., Los Angeles 


The new president of the Los An- 
geles Life Underwriters Association, 
Phinehas Prouty, Jr., is the top man in 
the Massachusetts Mutual agency in his 
city. He specializes in selling income 
and program insurance. He started his 
Career with the company in August, 
1928. His production for the first full 
year was over $500,000. In 1935 his 
total production was more than $750,- 
000. Although he did not reach the mil- 
lion mark that year he qualified for 
Membership in the Million Dollar 
Round Table and this year has done 
the same. In his eight years he has 
Written between $5,000,000 and $6,000,- 
000. A large share of this has gone to 
the Massachusetts Mutual. He had 
merchandising experience, having been 
13 years with a truck manufacturing 
Company in the sales end. 


ance; sales congress, W. M. Houze, gen- 
eral agent John Hancock; speakers bu- 
reau for agencies and clubs, F. G. Bray, 
Thurman agency New England Mu- 
tual; program, E. B. Dudley, manager 
Travelers; women’s division activities, 
Sara Frances Jones, Sloan agency 
Equitable of New York; library, Miss 
Jones. The Life Insurance Week com- 
mittees will be announced later. 
ce 


New Officers Are Elected 


by Minneapolis Association 





The Minneapolis Association of Life 
Underwriters has elected the following 
officers: President, Arthur R. Hustad, 
Travelers; first vice-president, C. E. Pe- 
tillon, Berkshire Life; second vice-presi- 
dent, Andrew B. Dygert, Northwestern 
Mutual Life, and secretary-treasurer, 
_— H. Wells, Northwestern National 

ife. 

The executive committee is as follows: 
Paul Dunnavan, Canada Life, chairman; 
Edward Keating, Equitable of New 
York; Frank Brunkow, Mutual Benefit; 
Leon LaBounta, Penn Mutual Life; 
Joyce Thomas, Mutual Life of New 
York; O. I. Hertsgaard, Mutual Trust 
Life; Lloyd J. Lynch, John Hancock 
Mutual. The board of trustees is: E. W. 
Cameron, Equitable Life of Iowa; O. J. 
Arnold, president Northwestern National 
Life, and F. W. Atkinson, Great-West 
Life. 

* se 


Chiecago—The membership as of July 1 
was 1,067 as compared with 1,022 a year 
ago, a gain of 45 with 4.4 percent, 

* * * 

St, Catharines, (Ont.—A. Gordon Nairn, 
field supervisor Life Underwriters As- 
sociation of Canada, asserted that many 
salesmen are content to make a small 
sale rather than to reason with prospects 
and encourage them to take all the in- 
surance they are able to pay for over a 
period of years. 

* * * 

New Haven, Conn.—Howard V. Krick 
has been elected president; F. S. Hamil- 
ton, vice-president; J. H. Corbett, secre- 
tary, and F. S. Keech, treasurer. 

Retiring President H. S. Woods was 
named delegate to the national conven- 
tion in Boston with C. T. Trolin, retiring 
secretary, as alternate. The association 
has just completed its tenth year, with 
the largest membership on record, 96. 

* * xX 

Waterbury, Conn.—An association has 
been organized with a membership of 
125 drawn from Waterbury, Torrington, 
Meriden, Ansonia and other communities 
in northwestern Connecticut. A charter 
has been received from the N. A. L. U. 

Fred J. Carr, Waterbury, has been 
elected president and national committee- 
man; F. E. Radie, Ansonia, first vice- 
president; A. D. Shirley, Meriden, second 
vice-president, and J. J. Surprenant, 
Waterbury, secretary-treasurer. 

* *K * 

Pocatello, Ida.—J. G. Jensen was 
elected president, succeeding E. E. Mober- 
ley. H. Francis was chosen vice- 
president, and Mae Kirchner secretary- 
treasurer. 

* * * 

Lynchburg, Va.—E. D. Wilson, mana- 
ger Richmond agency Mutual Life of 
New York, spoke on “Prestige Building.” 

* * * 

Hutchinson, Kan.—Old officers are re- 
elected: Eugene O’Keefe, Union Central, 
president; J. E. Conklin, Equitable of 
N. Y., vice-president; Bert S. Berry, 
Travelers, secretary. Committee chair- 
men are Guy C. Glascock, Sr., executive; 
R. I. Lackey, finance; Harry King, pro- 
gram, and L. W. Hoover, entertainment. 
Paul Speicher’s book “The Logic of Life 
Insurance,” was reviewed by Guy C. 
Glascock, Jr., Ohio National. An essay 
contest was recently closed on the sub- 
ject “My Daddy Owns Life Insurance 
Because.” Winners were guests of the 
association and presented with cash 
prizes. The essays were written during 
Life Insurance Week. 

* * * 
Spokane, Wash,— New officers are: 
Horace Hathaway, Northern Life, presi- 
dent; Bud Long, Aetna Life, vice-presi- 
dent; Ed Fulton, New York Life, secre- 





tary. Directors are Fred Ashley, Mu- 











tual Life; Richard Berlin, Equitable; 

John D. Reinhardt, Northwest Mutual; 

Leo Buscher, Metropolitan; Clayton Fow- 

ler and J. J. Gregory. Clair Crisp, re- 

tiring president, is national councillor. 
* *K xX 

Vermont—Well attended sales con- 
gress and annual meeting held at Barre. 
Speakers were: W. Owen, manager, 
Sun Life, Detroit; S. P. Davis, manager, 
Phoenix Mutual, New York; H. L. Pope, 
Mutual Benefit, New Bedford, Mass., and 
R. B. Hull, managing director, National 
association. These officers were elected: 
President, H. M. Bancroft, New York 
Life, Barre; vice-president, B. H. Dun- 
leavy, Mutual Trust Life, Brattleboro; 
secretary-treasurer, J. P. McDonough. 

* * X* 

Maine—About 125 attended the an- 
nual sales congress at Winthrop. Speak- 
ers included Governor Brann, Commis- 
sioner Spencer; W. R. Chasse, Metro- 
politan Life, Waterville; F. G. Smart, 
Rumford; U. Davis, Equitable Life 
of New York, Bangor; R. C. Sanborn, 
Connecticut Mutual Life, Boston, and 
George H. Harris, Sun Life of Canada. 

These officers were elected: President, 
E. C. Tracy, Metropolitan Life, Bangor; 
vice-president, P. R. Hussey, New York 
Life, Bangor; D. J. Rice, Metropolitan 
Life, Augusta; A. S. Kilburn, Pruden- 
tial, Portland; secretary-treasurer, Mary 
S. Carr, Mutual Life of New York, Ban- 
gor. 

* *K * 

Hartford.—Lowell W. Davis, general 
agent Provident Mutual, was elected 
president; Philip Holway, Connecticut 
General, first vice-president; Allan Mans- 
field, Travelers, second vice-president; 
Robert Brainard, New England Mutual, 
reelected secretary, and Paul Roudakoff, 
Life Insurance Sales Research Bureau, 
treasurer. Directors are: Harry Crane, 
Equitable Life; H. D. Wilcox, National 
Life of Vermont, and J. M. McCance, 
Aetna Life. 














New Texas Head 











RICKS STRONG 


Ricks Strong, who was elected presi- 
dent of the Texas Association of Life 
Underwriters at the annual convention 
in Fort Worth, is general agent in 
Dallas for the General American Life. 
He succeeds H. K. Cassidy, general 
agent for the Pacific Mutual Life at 
Houston, prominent in both state and 
National association work. 























asked. 





“Why?” 
“T think it is right.” 





* MODERN LIFE INSURANCE SINCE 1845 * 





THE RIGHT WAY 


The insured and his wife were killed in an automobile acci- 
dent. The wife survived the insured by twelve hours. The 
policy provided continuous monthly income, ten years certain, 
to the wife if she survived the insured; otherwise to three daugh- 
ters for ten years without the continuous feature. Instalments 
with the continuous feature were $73; not continuous, $136. 

The survival of the wife gave the Company the “contract 
right” to pay the smaller amount. A young man of the Com- 
pany took the question to a vice president who had faced a 
similar situation nearly fifty years ago. 


“How do you think it should be paid?” the young man was 


“TI think we ought to give the daughters the larger amount.” 


—AND THAT WAS DONE. 


The 
MUTUAL BENEFIT 


LIFE INSURANCE COMPANY * NEWARK * N * Js 
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Overcomes Loss of Eyesight 








When specialists told Ben Brier that 
he was losing his eyesight, he started 
selling insurance because he felt his 
lack of vision would not be a handicap 
in that work. Last year Mr. Brier was 
the leading producer in the Continental 
Casualty-Assurance Philadelphia office 
for life insurance. 

Mr. Brier seeks no sympathy nor does 
he want any. When he calls on a pros- 
pect he tells the man that he wants no 
business for that reason and that if the 
man does not believe that he can serve 
all his insurance needs, not to do busi- 
ness with him. 


Studies Contracts with 
Help of Wife and Friend 


This is Mr. Brier’s 12th year in the 
insurance business. He was in the 
tobacco business when he started losing 
his eyesight. At first did not know 
where to turn until someone suggested 
he study insurance. By that time Mr. 
Brier was unable to read and William 
Casner became his insurance mentor. 
Mr. Casner picked out the contracts for 
Mr. Brier to study and Mr. Brier took 
them home and had his wife read them 
to him. He took every conceivable kind 
of policy and studied it through the eyes 
of his wife. He then discussed them 
with Mr. Casner. Although he was 
blind by that time, he took and passed 
an examination for a broker’s license. 

He solicited general lines until John 
Oliver, who was general agent of the 
Bankers’ Life of Iowa, suggested that 
he sell life insurance. Mr. Oliver pro- 
ceeded to train him and Mr. Brier 
passed the examination for a life license. 


Starts Along Right 
Path of Production 


In his first year he sold one life policy 
for $2500 and became of the opinion that 
it was impossible for him to sell life 
insurance. One day, he came in contact 
with another agent who inspired him 
and started him along the right path 
of life production. 

Mr. Brier has a greater overhead than 
the average agent. He must have an 
automobile, an office, and a boy to take 
him around. “In order to provide a 
living for myself, I must keep going all 
the time and turn time into dollars.” 

Mr. Brier works long hours. He is 
.up early in the morning and goes over 
his mail with his wife who acts as his 
secretary. Because of his affliction, he 
goes in very little for correspondence, 
preferring to take up all matters direct. 
His mornings are generally devoted to 


visiting various offices and adjusting 
matters that other agents would deal 
with by mail. He eats no lunch. After- 
noons and evenings find him calling on 
prospects. 

As a rule he does better work at night 
than in the afternoon. He attributes this 
to the fact that a man can give more 
time and attention to insurance matters 
at his home than he can at his office. 
Mr. Brier is generally out calling on 
prospects until about 11 p. m. except on 
Saturdays. 


Writes All Lines 
of Insurance Cover 


He does not confine his activities to 
any one particular line. He may con- 
centrate on one line for a time, but 
when his prospects in that particular 
field run shy, he will go after business 
in other lines, He has been writing a 
considerable amount of accident and 
health insurance. 

Mr. Brier is well versed in all forms 
of insurance. He takes pride in the fact 
that he is able to render—and does 
render—a complete service. Despite 
his blindness, he personally secures 
claim adjustments and does everything 
that an insurance man can possibly do 
for his client. 


New York Department Gives 
Review of 1935 Operations 


(CONTINUED FROM PAGE 8) 


York, $92,302,221; Mutual Life of New 
York, $64,732,888; John Hancock, $58,- 
303,958; Travelers, $56,733,739; North- 
western Mutual, $41,777,699; Massachu- 
setts Mutual $35,899,223; New England 
Mutual, $29,935,705; Penn Mutual, $27,- 
809,619; Aetna Life, $25,737,973; Con- 
necticut Mutual, $24,742,783; Mutual 
Benefit, $21,373,252; Union Central, 
$21,368,216; Connecticut General, $18,- 
501,698; Phoenix Mutual, $17,577,955; 
Guardian Life, $17,511,304; Provident 
Mutual, $15,764,875; Home Life, $11,- 
436,300. 

In point of group business issued, the 
leaders were: Equitable Life of New 
York, $201,760,886; Metropolitan Life, 
$111,225,927; Travelers, $56,657,548; 
Aetna Life, $42,759,506; Prudential, $32,- 
674,257; Morris Plan, $20,126,752; John 
Hancock, $19,473,200; Connecticut Gen- 
eral, $15,098,458; Union Labor, $12,459,- 
500. 

In point of industrial business issued 








in New York state in 1935, the leaders 
were: Prudential, $322,374,133; Metro- 





these quotas." 


President and 
Talbot. 





“It gives me new ambitions 
and new hopes” 


—writes Ross Hughston of Clarksville, who has been 
on the firing line for Southland Life for more than 
a score of years. 
only spurred me on to fulfill my quota monthly, 
but also provided me with new prospects to make 


For further information concerning our plan write 
to First Vice-President Clarence E. Linz, or to Vice- 


SOUTHLAND LIFE 
INSURANCE COMPANY 


Harry L. Seay, President 
HOME OFFICE 


"Southland Life's advertising not 


Agency Manager, Col. Wm. E. 


DALLAS, TEXAS 











politan Life, $275,772,358; h 
cock, $99,065,566, and Colonial 
$8,663,316. 


John Han- 
Life, 


Kansas Association Has 
Chosen Porter as Secretary 





R. G. Cunningham, president Kansas 
Life Underwriters Association, is at- 
tempting to set a date for the first meet- 
ing of the executive committee, which 
is composed of the regional vice presi- 
dents. Topeka will be the scene of the 
meeting, and the date will be selected 
as soon as the new secretary, Leo R. 
Porter, can arrange a satisfactory date. 
The committee is composed of Guy 
Glascock, Ohio National, Hutchinson; 
C. O. Marietta, Minnesota Mutual, Sa- 
lina; Lyman E. King, New England 
Mutual, Topeka; John Floyd, N. W. 
Mutual, Arkansas City. 

Leo R. Porter, general agent Lincoln 
National at Wichita, has been named 
secretary of the Kansas association to 
fill the vacancy’ resulting from V. J. 
Pobrislo, secretary named by President 
Riley G. Cunningham following the May 
annual meeting, leaving Kansas to take 
the general agency of the Columbian 
National at Denver. Mr. Porter is a 
past president of the Wichita Life Un- 
derwriters Association, served as secre- 
tary one year, and ‘has been on the board 
of directors the past two years. He 
went to Kansas in January, 1932, from 
the home office where he had served as a 
supervisor. Previously he had been 
with another life company for about 
two years in St. Louis. 


Hopf Merger Announced 


NEW YORK, July 9.—Establish- 
ment of the new management engineer- 
ing partnership of Hopf, Kent, Wil- 
lard & Co. is announced by Harry LN 
Hopf, internationally known authority 
in the field of management. The new 
company is the result of a merger of 
H. A. Hopf & Co. of New York and 
Bigelow, Kent, Willard & Co. of Bos- 


ton. Both companies were founded in 
1922. The members of the new firm 
will be, in addition to Mr. Hopf, R. 


W. Kent, G. W. Stidstone, J. A. Wil- 
lard, and Rita H. Hopf. The firm will 
offer a complete professional service in 
the fields of management engineering 
and accounting for industrial and busi- 
ness corporations. 

The home office of the company will 
be at 500 Fifth Avenue, New York. An 
office will also be maintained at 10 Post 
Office Square, Boston. 


Notice By Assured Unnecessary 


The Tennessee supreme court in 
Oliver vs. Interstate Life & Accident 
construed the following provision in an 
industrial policy: “This policy, upon 
written request of the insured filed at 
the home office within 60 days after 
such default in payment of premiums, 
will be continued in force, as to its orig- 
inal death benefit only, for such length 
of time as the said reserve at the time 
of such default will be sufficient to pay 
the full weekly premiums hereunder.” 

There was an accumulated reserve on 
the policy which would have continued 
the contract in force beyond the time 
at which the insured died. The Inter- 
state Life & Accident resisted payment 
on the ground the assured did not file 
written request for a continuance of the 
protection of the policy. 

The court held that the insured had 
no option as to the form or extent of 
his continued protection and the notice 
from the insured would have accom- 
plished nothing except to advise the in- 
sured did not propose to make a dona- 
tion to the company. The existence or 
eccurrence of the condition forms no 
essential part of the exchange for the 
insurer’s performance. The notice can 
inform the insurer of nothing that it 
should not otherwise know. 


“Monthiv Income and How to Write 
It,’ by Harry McNamer. Covers the 
general needs of this kind of protection, 
$1.00. The National Underwriter. 











NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. ting the “Unique Manual- 
Digest,” annually in May at $5.00 and the 


publis 
“Little Cem” published annually in March at $2.00 




















sane! 


Companies That Are Still 
Selling Income Disability 





In a recent issue it was stated that 
the Guardian Life is now only issuing a 
$5 per month total and permanent dis- 
ability clause. The company still has 
a $10 per month income disability pro- 
vision. 

In listing substantial companies still 
writing disability income, the Jefferson 
Standard was omitted. This company 
still issues the $5 per month clause on 
policies above $2,500, male lives, with 
strict underwriting. 

The Phoenix Mutual is still issuing $5 
per month disability income under its 
regular contracts and $7.50 per month 
income under its retirement income spe- 
cial contracts. 





Provident Life & Accident 


The Provident Life & Accident of 
Tennessee increased immediate life and 
eash refund annuities. The new rates 
are the same as those used by the ma- 
jority of the larger companies and are 
those shown on page 1075 of the 1936 
Unique Manual-Digest 


Missouri Changes Made 


The Metropolitan Life has made sev- 
eral important changes in the Missouri 
field. W. J. Magoon, former manager 
at Kansas City, has been transferred to 
the larger field at St. Louis and Henry 
V. Party, formerly of Moberly, Mo., 
takes Mr. Magoon’s place at Kansas 
City. J. G. Talbert, who has been sales 
supervisor for southwestern Missouri, 
has been promoted to manager at Mo- 
berly. 








PERSONALS 

















Raymond E. Orth, Jr., son of R. E. 
Orth, northern California general agent 
of the Montana Life, has been desig- 
nated to receive the Totem Award from 
the Cub Scouts of America and is the 
first member in the United States to be 
so honored, it is understood. 

E. E. Kirkpatrick, superintendent of 
agencies of the Ohio National, has re- 
turned to his desk after an absence of 
several weeks, necessitated by an op- 
eration, 


Harry Stanley, Wichita district agent 
of the Equitable of Iowa, addressed the 
Wichita Rotary Club on “What Is This 
Thing Called Rotary?” Mr. Stanley is 
perhaps the best qualified man in Kan- 
sas to speak on the subject, having been 
the founder of the Wichita club some 
25 years ago, serving as its first presi- 
dent, and being an international vice- 
president at one time. 


Norbert F. Winter of the Victor-Win- 
ter state agency of the Minnesota Mu- 
tual Life at St. Paul and Mrs. Winter 
are happy over the birth of their first 
son, who also happens to be the first 
grandson of A. O. Eliason, past presi- 
dent of the National Association of Life 
Underwriters. 


Henry H. Brown, aged 83, retired life 
agent, died at his home in Columbus, 
O., Sunday night. For a number 0! 
years he was agency manager for the 
Bankers Life of Iowa and resided in 
Parkersburg and Huntington, W. Va. 


Griffin M. Lovelace’s book, “Life Insur- 
ance Fundamentals,” is an elaborate 
treatment of the principles of life in- 
surance as a system. Price, $3.25. Order 
from The National Underwriter. 
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LEGAL RESERVE FRATERNALS 





—__ 


Mrs. Holloway New President 





Alabama Congress Adds 3,000 Mem- 
bers and $4,000,000 Insurance in 
State—Julian Speaks 





Election of Mrs. Ethel Holloway, 
Montgomery, as president and a report 
by the secretary-treasurer that fraternal 
insurance organizations in Alabama dur- 
ing the past year showed an increase 
of approximately 3,000 in membership 
and $4,000,000 in insurance in force, 
marked the annual meeting of the Ala- 
bama Fraternal Congress in Birming- 


ham. Mrs. Holloway succeeds J. 
Cantey, Birmingham. Other officers are 
Dr. H. A. Elkourie, Birmingham, vice- 


president, and J. P. Hanks, Montgom- 
ery, secretary-treasurer, succeeding E. 
y. Adams, Birmingham. Mr. Cantey 
was named delegate and S. B. Sightier, 
Montgomery, alternate to the National 
Fraternal Congress. 

Commissioner Julian of Alabama 
spoke. Fraternals are broadening their 
opportunities by changing to the legal 
reserve method of operation, he said. 





Commissioner Read Would 
Abolish Oklahoma Boards 


OKLAHOMA CITY, July 9.—In his 
annual report Commissioner Read called 
attention to Governor Marland’s ex- 
pressed interest in curtailing boards and 
commissions in the state, saying: 

“I share your views in this regard, 
and in this connection respectfully sug- 
gest the doing away with the state in- 
surance board and the fraternal insur- 
ance board. I have never found any 
good reason for the existence of the 
state insurance board. I know of no 
other state which has a like arrange- 
ment. Either the state insurance board 
or the insurance commissioner’s office 
sheuld be abolished, thereby saving a 
duplication of work, waste of time and 
removing a convenient vehicle for ‘pass- 
ing the buck,’ and also avoid the con- 
fusion in the minds of the public and 
insurance fraternity as to which author- 
ity they should look to for the trans- 
action of business.” 





May Make Recommendations 


It is considered possible that Mr. 
Read may have some recommendations 
to make to the legislature at the proper 
time. 

Referring to the fraternal board, com- 








FORTIETH 
ANNIVERSARY 


@ Backed by forty years of 
service and progress and 
facing another era of 
achievement. 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebr. 


A legal reserve, fraternal benefit 
society which insures women 
and children 


Mamie E. Long 
National Secretary 


Dora Alexander Talley 
National President 





posed of four members appointed by the 
governor, with the commissioner ex- 
officio chairman, Commissioner Read 
calls attention that no appropriation is 
made for the expense of the board. A 
recent controversy occurred in connec- 
tion with this board, when the governor 
declared all places vacant and proceeded 
to appoint a new board to deal with 
fraternals in the matter of collecting 
premium tax, a matter still undecided in 
the state courts. 


Modern Woodmen Seek to 
Restrain O’Malley’s Action 








Details of the Missouri department’s 
examination of the Modern Woodmen 
may be aired before U. S. District Judges 
Reeves and Otis at Kansas City, Mo., 
due to litigation launched against Su- 
perintendent O’Malley by counsel for 
the Rock Island, IIl., fraternal. 

An injunction to restrain O’Malley 
from revoking the Missouri license is 
sought. A temporary restraining order 
was issued. Hearing is set for July 14. 

It seems likely that O’ Malley will pre- 
sent to the court results of his audit of 
the society’s affairs. 


Society Asks Interpretation 


Another suit filed in federal court 
seeks decision whether the Modern 
Woodmen is a fraternal benefit society 
and exempt from 2 percent premium 
tax. It was learned the society received 
ro 1935 Missouri license, however, be- 
ing permitted to operate there since 
there was no outright refusal of license. 
It is believed renewal may have been 
withheld on the theory that if the de- 
partment granted a license this might 
legally be considered admission of the 
fraternal benefit basis. 


ANSWERS O’MALLEY’S CHALLENGE 


P. L. Stephens, attorney of St. Louis, 
answered the challenge of O’Malley to 
give the name of one member of ten 
years’ standing who was satisfied with 
his insurance experience in the frater- 
nal. Stephens said there were hundreds 
of members of the Royal Arcanum 
ready to proclaim their satisfaction, in- 
cluding 50-year veterans. 





Cannon’s 45 Years 


Thomas H. Cannon, high chief ranger 
of the Catholic Order of Foresters, has 
just completed 45 years in the service 
of that organization. He served as a 
director for one year, then became sec- 
retary, remaining in that position for 
two years, and then in 1894 being 
elected head of the order. He is one of 
the leading fraternalists in point of 
length of service with any organization 
and he is a commanding figure not only 
in his own society but in the fraternal 
world. 





Suit Affects Entire Society 


Suit against the Security Benefit of 
Topeka involves more than an account- 
ing at the home and hospital, as stated 
in last week’s issue. It also hinges on 
the society’s effort to change certifi- 
cates in force to old line legal reserve 
basis. It is reported the three plain- 
tiffs in a suit filed in Shawnee county 
district court in Kansas beside an ac- 
counting asks for appointment of a re- 
ceiver to direct and supervise the ac- 
counting. 


Defer Ruling in Oklahoma 


Ruling was deferred by three federal 
judges pending decision of the Okla- 
homa supreme court on application of 
13 fraternals for an injunction to pre- 
vent the Oklahoma fraternal insurance 
board from interfering with their op- 
erations in the state because of prem- 
ium tax litigation. This is a test case, 
State vs. Modern Woodmen, in which 








the state asks judgment for $312,000. 
The three judges continued in effect a 
temporary injunction. 





Plan Fidelity Life Rallies 


Officials of the Fidelity Life of Ful- 
ton, Ill., are busy preparing plans for 
two conventions this year, the first the 
national juvenile gathering to be held in 
Fulton July 14-16, and second the 21st 
biennial convention to be at Hotel Stat- 
ler, Detroit, Sept. 15-17. The Fidelity 
Life has been holding the juvenile 
meetings for ten years. Jimmie Field 
of Fulton is honorary juvenile presi- 
dent. 





Scandinavian Society Elects 


Peter Overby of Minneapolis was 
elected president of the Scandinavian 
American Fraternity of Eau Claire, Wis., 
at the triennial grand lodge convention 
held there. He succeeds John John- 
son of Milwaukee. Elmer Anderson, 





Hayward, Wis., was elected secretary, 
succeeding P. J. Smith of Eau Claire, 
who had served since 1918. Other of- 
ficers elected are: Vice-president, O. M. 
Wanvig, Deerwood, Minn.; treasurer, 
Albert Nelson, Eau Claire (reelected); 
physician, Dr. C. Swanson, Minneapolis 
(reelected). 


Marshall Is Promoted 


Humphrey Marshall, Sault Ste. Marie, 
Mich., manager of the Metropolitan 
Life for the past four years, has been 
promoted to manager of the Muskegon 
district and W. E. Kelly, who has been 
assistant manager in Grand Rapids, has 
been transferred to the Soo as manager, 
replacing Mr. Marshall. 


A. Thierry, superintendent of the 
American National at Wichita, Kan., has 
announced new offices at suite 508-10 


Orpheum building. 


Order a new Little Gem life chart, $2, 
from the National Underwriter. 
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A Leader = Not A Follower 
w 


Field Representatives Are Human. They Like to Know They 
Are Associaved with a Company That Is Up-to-Date. 


On January 1, 1936, we issued a Complete NEW LINE OF 
POLICIES. American Experience Table of Mortality—3% 
Interest Basis— (Now Used by Leading Insurance Companies). 


You will be Interested in Our Literature. 
Write 
Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 
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Negative Plan of Recruiting Better 


(CONTINUED FROM PAGE 1) 





down to the rank of private. They were 
still worrying about their lost positions 
and fortunes, and they always had an 
eye out for better jobs. For the most 
part stock and bond salesmen had been 
trained in the high pressure school and 
although no figures are available on 
their business, it is assumed much of it 
lapsed quickly. 


How Modern School Operates 


A new school of recruiting has come 
into vogue in this country. It is founded 
on the theory of painting the life insur- 
ance selling business as blackly as possi- 
ble, stressing that the agents cannot ex- 
pect to make a living for at least a year, 
emphasizing that they must organize 
their time and expect to spend long 
hours at work and in preparation. 

This newer technique serves several 
useful functions. It eliminates immedi- 

ately the leeches and others who, having 
nothing particularly to do, feel they 
would like to try selling policies. It 
discourages all but the more determined 
men and women. Those who have the 
stuff in them are challenged by the de- 
tached, disinterested attitude of the 
agency head and his supervisors. It is 
an indirect selling method based on the 
psychological fact that when an effort is 
made to take a thing away from a per- 
son he wants it all the more. 


Aids in Financing Problem 


From the financing angle, it makes 
clear at the start that the agent if he 
decides to try life selling must stand 
on his own feet. Many agencies that do 
no financing make that clear in the first 
interview. Others which have some lati- 
tude in financing emphasize that it is 
available only in emergencies and in rea- 
sonable amount; nevertheless, the agent 
must make his own way or expect to 
get out. 

It seems likely that the newer re- 
cruiting technique is weeding out the 
undesirables by a process of natural se- 
lection before an agent’s contract is even 
executed, which saves the directors in 
the field much time, trouble and money 
which they can concentrate on the more 
desirable agents. 


New Method Not Rapid 


This method does not permit rapid 
building of an agency. It will naturally 
result in eliminating most of the agent 
prospects in the first or second inter- 
view and therefore will require digging’ 
up a great number of prospects. How- 
ever, a nationally known general agent 
who has used the method since he 
started in the business about 20 years 
ago and did not deviate from it in pros- 
perity or depression times, is using it 
even more religiously today and feels 
it is the only way to recruit. 

He says recruiting is not a problem 
in his agency; that if he were starting 
over today he would not change his 
method. His prospects are _ secured 
through policyholders, agents,: personal 
friends, club members, bank connections 
and various other sources. 


Type of Agent Sought 


He is looking for a man of medium 
age who does not have too great re- 
sponsibility; preferably married but with 
few or no children. This will permit the 
man to get along for several months at 
minimum cost. If married, he should be 
a young man. The agent prospect need 
not have sufficient funds saved to finance 
himself for the test period, but he is 
more desirable if he is so situated. This 
agency does very little financing. 

The recruiting method of this general 
agent is based on complete frankness 
about the life insurance business. The 
ball is passed to the agent prospect; he 
is told all facts and then if he decides, 
the results are on his own head. If pos- 
sible the wife is asked to sit in the inter- 





view with the husband so she may know 
what to expect and help in the decision. 

Many general agents who have diffi- 
culty in finding agent prospects and 
whose experience indicates it is neces- 
sary to pump them full of enthusiasm in 
order to get them into the business at 
all, may feel the negative method is not 
suited for the times, but the agencies 
which have developed it highly and are 
using it now say it is the only way to 
recruit. 

Prevents “Intuition” Mistakes 


One of the difficulties in recruiting 
throughout the history of the business 
has been the matter of deciding from 
appearances whether an agent has pos- 
sibilities or not. So many rank failures 
have occurred in the cases of men with 
fine personal appearance, address, ability 
and apparently every chance to succeed, 
that the agency heads became gun shy. 
Each in the light of his own experience 
developed certain rules for selection, 
very largely, however, basing the deci- 
sion on intuition. The negative recruit- 
ing method, appears to offer a natural 
selection means which avoids mistakes 
due to false intuition by the general 
agent and manager or his supervisors, 
and will leave the decision where it prop- 
erly belongs, with the prospective agent 
who knows whether he will succeed or 
not. 


Field Men Are Friendly to 
Electrocardiograph, X-ray 





(CONTINUED FROM PAGE 2) 


wrong shows up they are warned and 
can do something about it. 

“Where the case isn’t large enough to 
call for a special examination, I pave 
the way for the possibility that the com- 
pany may ask for it after the regular 
examination. It has been my experi- 
ence that the electrocardiograph has got 
more cases through than it has kept 
out.” 


Some Still Highly Skeptical 
Due to Lack of Uniformity 


Field men who are unconvinced that 
the electrocardiograph saves more busi- 
ness than it loses contend that the lack 
of uniformity among companies in their 
reliance upon cardiograms indicates that 
there has not been enough experience 
with the electrocardiograph to justify 
trusting its findings except in certain 
types of cases where its reliability has 
been established beyond question, for 
example in showing up a definite heart 
block. 

Cases are cited where applicants have 
been turned down because of the cardio- 
gram and then accepted by other com- 
panies which also use the device in their 
underwriting. In one case, for example, 
involving a large line of insurance, two 
companies declined and three accepted 
because of different interpretations of 
the cardiographic tracing. 


Reliability of Method Is 
Also Point Questioned 


The possibility that an applicant may 
show an unfavorable tracing one day 
and a passable tracing on another is 
also cited as a cause for not putting too 
much faith in the cardiograph’s relia- 
bility. As a matter of practical selling, 
the special examination requirement has 
undoubtedly hampered many sales, un- 
less the agent has been able to use the 
examination as an asset rather than a 
liability. Going to a laboratory and 
putting in three-quarters of an hour or 
so going through an examination is not 
likely to be attractive to a busy man 
who is probably not falling over himself 
to get the insurance anyway. 

The electrocardiograph got an unde- 
served black eye when it was first taken 
up by life companies. Many agents and 





brokers trotted out their doubtful and 
previously rejected cases in the hope 
that this new precision instrument 
would get them by. Since the machine 
cannot make a good risk out of a poor 
one and since most of these applicants 
were definitely impaired, the new ma- 
chine was a great disappointment as a 
savior of the agent. 

Then, too, there were certain cases 
where the cardiograph kept out big 
cases which might have slipped past 
under old methods. The amounts were 
large and the irritation at the electro- 
cardiograph correspondingly intense. 


Employers Favor 
Contribution Plan 


(CONTINUED FROM PAGE 1) 


field for salary savings plans is greatly 
widened. 

A big advantage in having the em- 
ployer participate in the premiums is 
that this makes the plan a company plan 
and there is less danger of abandoning 
it. For an employer to drop a plan un- 
der which he is paying part of the pre- 
mium would be in effect the same thing 
as cutting salaries and would obviously 
be an unpopular and demoralizing move. 


Requires Personal Contact 





Development of salary savings busi- 
ness requires a lot of personal contact 
with the agencies by home office off- 
cials in charge of this branch, accord- 
ing to Mr. Klingman. Not all agents 
can write this sort of coverage and there 
is not much use trying to get them to 
do it. The main job is to get agents 
who have contacts with employers to 
work jointly with agents with the requi- 
site knowledge and capacity for handling 
details, which the big writer usually ab- 
hors. For example, Lloyd Bunting, one 
of the Equitable’s largest personal pro- 
ducers, is going at a pace that will give 
him three-quarters of a million in salary 
savings business this year, largely writ- 
ten on a joint basis. 

The approach in getting the coopera- 
tion of the larger writers is to point out 
that while they have done a good job 
for a firm in handling its group cover- 
age or insuring its top executives, if they 
want to be real insurance counselors 
they should finish the job by making a 
salary savings plan available. Then, too, 
there is always the attraction of an extra 
$100 a month or so which can be ob- 
tained from salary savings business. 


Better Persistency Shown 


Salary savings business has shown, in 
the Equitable at least, a better persis- 
tency than ordinary business. This per- 
sistency is most marked in companies 
where there is great stability of employ- 
ment. A large New York bank with 
350 policyholders has had only seven 
lapsed policies in six years. Another 
large utility company with 700 policies 
in force had an equally good record. 
Even when employes leave a company 
with salary savings plans the Equitable 
saves three out of five policies from 
lapse. This point has proven a telling 
one with employers in showing how 
much employes appreciate having the 
plan. Another important point is that 
52 percent of the employes who bought 
policies under the Equitable’s salary 
savings plans had no other life insur- 
ance whatever. This ratio is probably 
represeutative of that of other companies 
writing this business. 

From the viewpoint of the home office 
and the agent it is also of interest that 
35 percent of the Equitable’s new sal- 
ary savings business last year was from 
policyholders already enrolled in such 
plans. 

A number of life companies which 
have previously shown little or no inter- 
est in writing salary deduction business 
have recently been looking into its pos- 
sibilities. The Life Insurance Sales Re- 
search Bureau is also investigating it 
and has already issued two preliminary 
reports. 











——<—e, 


EW YOR 
NEWS 


NEW CYCLOPEDIA IS OUT 


From the press of the Index Publish. 
ing Company, New York City, has been 
issued the annual edition of the “Cyclo- 
pedia of Insurance in the United States,” 
replete as always, with the type of in- 
formation underwriters are forced to 
seek constantly. In addition to listing 
all fire, life, casualty and marine com- 
panies with essential figures of each, the 
work presents biographic sketches of of- 
ficials; explains the nature of the prin- 
cipal contracts used in all divisions of 
the business, the scope and membershiy 
of insurance organizations, and much 
ether information tending to post those 
desiring to keep pace with ever chang- 
ing conditions in the underwriting 
field. 





— 


* *K 
SOCIETY PRIZE WINNERS 

Prize winners among the students who 
took the Insurance Society of New York 
course and took the examinations in 
April of this year have been announced 
by John J. King, chairman committee 
on prizes. Winner of first prize in Life 
I was Mildred Hewitt, Guardian Life, 
second prize, A. L. Berner, Metropolitan 
Life, and Margaret Gallagher, Metro- 
politan Life. 

In Life II, the first prize winner was 
H. R. Carlson, Equitable Life of New 
York, and second prize was won by 
Martha Tawkins, Guardian Life. 

Sie ok ke 
LUTHER-KEFFER OUTING 


Celebrating the conclusion of its 
“Olympic Games” sales contest, the 
Luther-Keffer agency of the Aetna Life 
held its annual outing at the Westches- 
ter Country Club. More than 80 percent 
of the agents exceeded their quotas. In- 
dividual high point scorers were W. W. 
Luman, G. G. Steiner, W. H. Wadding- 
ton, and Alexander MacLeod. Mr. Lu- 
man also won the company’s 12-month 
master salesman’s tournament by a wide 
Margin. 

Vice-president S. T. Whatley was 
guest speaker. Others from the home 
office were W. H. Dallas, assistant vice- 
president; Secretary J. B. Slimmon, 
Medical Director D. B. Cragin and Ad- 
vertising Manager C. V. Pickering. In 
the golf tournament, low gross scores 
were made by Alexander MacLeod, P. 
W. Hall, Jr., and O. A. Krebs; low net 
by Carl Ryder, O. R. Barrett, Jr., and 
Vice-president Whatley; high gross, 
Parbury Schmidt; kickers’ handicap 
winner, Stanley Weiland. Awards were 
presented by General Agent R. H. 
Keffer. 

* *k * 


KNIGHT AGENCY PRODUCTION 


The Charles B. Knight agency of the 
Union Central Life in New York City 
paid for $1,520,636 in June as against 
$1,516,667 for June, 1935. Total paid 
business for the first six months was 
$11,567,279 as against $16,876,297 for the 
same period last year. 


Yates Agency in New Offices 


John W. Yates and Associates, Cali- 
fornia general agents of the Massachu- 
setts Mutual Life, had an opening o 
their new quarters in the Security Title 
Insurance building, Los Angeles, July 
1. More than 500 policyholders, ‘fellow 
life underwriters and friends visited the 
new Offices 

William McClelland is assistant get- 
eral agent in charge of sales service, ‘and 
Robert L. Altick, associate general 
agent, is in charge of the sales promo 
tion department. 

Eleven out of the first 100 leading 
producers of the Massachusetts Mutual 
Life are members of the Yates agency; 
which has three members of the Million 
Dollar Round Table of the National As 
sociation of Life Underwriters and wot 
second place in total volume of business 
last year. 
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SALES IDEAS AND SUGGESTIONS 











Work of Successful Agent Is 





Analyzed by Broaddus 


Some individual characteristics neces- 
sary for success in life insurance and 
some good points to remember in pros- 
pecting and selling were given by Lynn 
S. Broaddus, Chicago manager Guardian 
Life and prominent in various organiza- 
tion and educational activities, before 
the annual agency convention of the Old 
Line Life of America at Milwaukee. 

Speaking on “Self Merchandising,” 
Mr. Broaddus declared that “if we are to 
become leaders we must understand our- 
selves and our business. The success 
of the life agent largely depends upon 
his ability to expand his acquaintance. 
Some men never engage in natural ac- 
quaintance expanding activities—they 
play with themselves, so to speak. They 
work only the hardest way—always 
among strangers. 

“Let us take a look at the salesman. 
Men rarely fail because of their lack of 
sales ability. Their failure is more 
often traceable to other causes. Prob- 
ably it is well to define a prospect and 
if possible classify prospects from earn- 
ing power in order to direct our efforts 
into the profitable classes of people. 


Definition Is Given 
of Typical Prospect 


“A prospect must be healthy, must 
have a need that we can talk about in a 
friendly conversation under favorable 
circumstances. A prospect must be earn- 
ing more than the cost of living today. 
In short, a prospect must be a man 
with a future. If we are to have a fu- 
ture, then certainly our efforts must be 
given to that class of people who have a 
ijuture. To find people who have a fu- 
ture we have classified prospects by 
earning abilities, and this classification 
has proven of great help and importance 
in locating quality prospects. 

“The No. 1 prospect is a man who 
earns $100 or more times his age per 
year. Our records show that he buys 
from 15 to 20 policies during his earning 
years and keeps them in force. His ac- 
quaintances are men of his own type. 
Properly developed they make real cen- 
ters of influence. They are men with 
a future. 

“The No. 2 prospect earns approxi- 
mately $75 or more times his age per 
year. He buys from 6 to 15 policies 
during his earning period and keeps 
them in force. He makes an ideal center 
of influence. His acquaintances are of 
his own type. These men may be hard 
to see but they are easy to sell because 
they have a developed sense of respon- 
sibility to themselves and their depend- 
ents. 


Third Class Is 
Costly Policyholder 


“A No. 3 prospect earns approxi- 
mately $50 times his age, buys from 1 to 
6 policies—usually lapses most of them. 
He is a costly prospect, too costly for 
you or your company to have as a pol- 
icyholder. He steals your enthusiasm, 
robs you of your mental attitude, breeds 
discouragement and leads you to fail- 
ure. He is the numerous type, easy to 
see but hard to sell. He is so numer- 
Ous we are apt to find ourselves work- 
ing almost entirely with this class of 
Prospects. 

“To me the salesman represents four 
People that you will find in most any 
well organized business organization. In 
One part he is the manager. The man 
ager must have the ability to collect in- 
formation and intelligence to use it ef- 
fectively. The manager part must ex- 
€rcise time control, harness the hours 
of the day for interviews and put into 





the less valuable hours the service calls 
and the few details that are a natural 
part of the business. , 

“The manager part has a great aid 
in the secretary part. To me, the secre- 
tary part must be a great detective, a 
Sherlock Holmes so to speak, because 
the secretary part of the salesman’s 
work is that of finding clues to insur- 
ance situations for the manager part to 
analyze. The secretary’s job is to collect 
the data surrounding the name that will 
turn it into a personality—such as age, 
married or single, occupation, children, 
rents or'owns his home, hobbies, etc. 
The secretary part must obtain lists of 
names, club rosters, employment lists, 
etc., must be adept at obtaining intro- 
duction cards, introducing the salesman 
to these unknown people so that a 
friendship may be quickly made. The 
manager part is really at the mercy of 
the secretary part because if the secre- 
tary part is only collecting data on No. 
3 prospects, then the manager can never 
find good insurance situations and the 
salesman must always work under dis- 
couraging -difficulties, must try to make 
a living with small sales and through 
many interviews and naturally must 
combat a high lapse ratio. However, if 
the secretary part of our salesman is 
well trained and is seeking suspects in 
No. 1 and No. 2 prospects then the man- 
ager part should be able to find the right 
kind of insurance situations and when 
a sale is made to a prospect who has a 
future, frequent ‘sales will almost auto- 
matically occur. 


Treasurer’s Job 
Is Important 


“The job of the treasurer part is to 
balance the budget of living expenses of 
the life agent so that worry over finances 
will not creep into his business. He 
must place the policies that are issued by 
the company. He must see that they 
stay in force so that full earnings will 
be derived as was expected when the 





sale was made. The treasurer must 
be trained in conservation. ; 
“We are business men, extending 


credit to our clients. The first quar- 
terly premium barely covers all expenses 
of the sale. Our profits are tied up in 
the succeeding premiums. When lapses 
occur profits disappear, overhead mounts 
and we endanger our very existence in 
this great business. Let us not be con- 
tent with the mere fact that our policy- 
holder is out of employment or that 
some of his family have returned home 
to live with him. Let us look well to 
the class of people and see if we coula 
not have anticipated this result and if 
we Cannot invest our time where there 
is more of a guarantee of permanency, 
invest our time with that class of men 
who have a future themselves. Qual- 
ity business is the kind that stays and 
pays. Quality business will only be found 
among quality prospects. 


Abilities of Salesman 
Must Bé Organized 


“The ‘sales’ part of the salesman only 
functions three or four times day for a 
period of 30 or 40 minutes each time. 
Organizations are devoting their ener- 
gies to giving this part constructive, co- 
ordinated ideas, human interest stories 
and expressive ability so that the ideas 
will inspire the prospect to action. I 
am not greatly worried about this part. 
A man can not stay ‘dumb’ as a sales- 
man in our business. We have men who 
can sell one out of three or four inter- 
views but at the end of the year they do 
not seem to have made the money that 
this kind of ability should warrant. The 
major portion of their time has been 
lost because of having been unbalanced. 
They sit at their desk, occupying their 
minds with minor details. These men 
are ambitious. They are men of vision. 
They have high aims and desires in life 
but they have been lost—sidetracked so 
to speak—because they are unbalanced 
in their development. They collect a 
small group of prospects who will not 
say yes and who will not say no. The 
balanced salesman will find this a busi- 
ness of opportunity, and in self-mer- 
chandising a sure road to permanent 
success. In 1936 and 1937 analyze your- 
self, then organize your work, definitize 
and supervise your various parts so that 
you may reap the full reward.” 





How an Agent Achieves in a 
Land Where Indians Live 





L. A. Chaffin is a life insurance man 
who works out of Anadarko, Okla., a 
town of 5,000 people. In June his vol- 
ume was $68,060. He had 62 applica- 
tions. He works among the farmers as 
well as the town people. The insurable 
prospects are not so many, as in his 
section there are a great many Indians 
—Kiowas, Comanches, Apaches, Arapa- 
hoes and Wichitas. Since March 1 he 
has averaged an application each work- 
ing day. He confesses that he works 
hard but he declares that it is no more 
difficult than when he lived on a farm 
and used a bull-tongued plow. He says: 

“July has been aptly called the month 
in which pushers pass the laggers on 
the way to the top of successful insur- 
ance selling. It is the month when the 
yellow streak shows up in a lot of men 
and when the real stuff that is in others 
comes to the surface. If a man has a 
lazy or a yellow streak in him he will 
find himself thinking ‘There is no use 
trying to write business these days.’ He 
succumbs to self pity, develops an in- 
feriority complex, and before he knows 
it he is hopelessly beaten. 

“While the insurance business offers 





success to all underwriters who will 
work, it offers the fullest measure of 
success only to those who have the 
nerve to stand the gaff and who are 
willing to take two good lickings to win 
one victory. The Lord does not let many 
people starve to death; he feeds the 
birds but does not put it in their mouths. 
The birds have to go out and gather the 
food. 

“Remember when you offer a man 
protection you are not offering to in- 
crease his burden but to lessen it. If 
he refuses, his family loses, not yours. 
Even if you go the whole month of July 
without writing a single application you 
are still a winner, provided you make 
calls, because you have gained clients 
whom eventually you will serve. Re- 
member: 

“4. July is the hill where pushers 
pass the laggers. 

“2. If your job is worth any of your 
time it is worth all of it. 

“3. Big words seldom bring big sales. 

“4. Today’s sales ought to make to- 
morrow’s friends. 


Tr 


5. There never was, nor never will 








Desk Parking Meters to 
Keep Agents on the Job 











An unusual contest is being conducted 
during July by F. L. Hildebrand, Kan- 
City, general agent Illinois Bankers 

ife. 

Parking meters have just been intro- 
duced in Kansas City, providing an 
hour’s parking from 9 to 5 at 5 cents an 
hour. 

Mr. Hildebrand secured several of the 
meters and placed them on each of the 
agents’ desks. Agents cannot use their 
desks or have any salesroom privileges 
unless there is a nickel in the slot and 
the “flag” is up. And the only way they 
can get a nickel in the slot is to have 
the office put one in as credit for an 
application. For each intermediate acci- 
dent and health “app,” the office inserts 
five cents for one hour’s parking; for 
each commercial “app,” 10 cents for two 
hours, and for each $1,000 life “app,” 
15 cents for three hours. With the latter, 
if the cash comes with the “app,” the 
time is six hours. 

The parking fee isn’t paid by the of- 
fice until the agent submits the applica- 
tion. On July 31, the agent will collect 
all the parking fees that have collected, 
as a bonus. If he keeps apps coming in 
regularly, he can earn a bonus of 
around $10 for the month. 

A warning is carried on the salesroom 
blackboard: “No Parking—Except by 
These Rules,” and “If Your Meter Flag 
is Down, Use Counter.” 

These hot days (the mercury is going 
regularly above 100 degrees) the loss of 
“parking” privileges in a cool office is 
a real hardship, and agents are work- 
ing. 

One man came in with several ap- 
plications which he had not yet filled 
out. He couldn’t sit at his desk to do so 
until the office advanced him a nickel 
on one of the applications to set his 
meter going. 


BUILDING ON OLD POLICYHOLDERS 


The topic for the annual meeting in 
Richmond of the Virginia Field Club 
of the Mutual Life of New York was 
service to policyholders as an influence 
for obtaining new business. Figures 
were presented to show that if old pol- 
icyholders were serviced in such a way 
that 10 percent of them could be rewrit- 
ten in one year, the agency’s business 
would be increased 50 percent. If one 
new prospect could be obtained from 
each old policyholder and 10 percent of 
these written, the new business from old 
policyholders and prospects obtained 
from them would lead to a volume three 
times as great as normally written. 








be, a territory that can’t be made to pro- 
duce more business. 

“6. Tomorrow may never come— 
What are you going to sell today? 

“7, Withhold not good from them to 
whom it is due—Prov. 3:27. 

“8. Don’t expect a prospect to under- 
stand in 10 minutes what it took you 10 
months to learn. " 

“9. Ambition without application 
never broke any sales records. 

“10. A salesman’s job is just as big 
as he makes it. 

“11. Either you sell the prospect or 
the prospect sells you. 

“12. Never leave a customer with the 
door closed so you can’t come back. 

“13. You are never licked by a pros- 
pect until you quit. 

“14. Some salesmen are good starters 
but poor finishers. 

“15. Eat with moderation what you 
know from experience agrees with your 
constitution.” 
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aging director National Association of 
Life Underwriters; J. Marshall Hol- 
combe, Jr., manager Life Insurance 
Sales Research Bureau. 

W. Lee Baldwin, superintendent of 
agencies, was in charge of the opening 
business session. He began by intro- 
ducing everyone in the room. 

Henry T. Cook, Providence, R. L, 
and W. L. Seabrook, Rochester, N. Y., 
spoke on the life expectancy policy. 
Vice-president Irish led the discussion 
on juvenile insurance. He said there 
are 36,000,000 children in the United 
States under 15, or over 30 percent of 
the total population. The field is thus 
much larger than some _ imagine. 
Others who spoke on the same subject 
were G. O. Williamson, Syracuse, the 
company’s leading juvenile producer; 
Clarence Munter and Ben Schwartz, 
Buffalo; L. T. Fay, Rochester, and C. 
J. Watts, Portland, Me. 


Other Talks Given 


“Profitable Prospecting” was the sub- 
ject of E. B. Dennett, Portland, who 
said among other things that a prospect 
is one who has a life insurance need, 
can pass, and can pay. Mr. Baldwin 
said that “Some agents should quit 
shuffling a cold deck of prospect cards.” 
F, A. Tucker, Philadelphia, described 
his plan of building a prospect list from 
the year book of the graduating class 
at his alma mater. He began this some 
years ago, and has found it unvaryingly 
successful. He said the college grad- 
uate of today has a much more serious 
attitude toward life insurance than did 
the graduate a few years ago. 

W. O. Adams, Denver, said many 
key men who should be able to give 
the names of several good prospects 
seem frequently not to understand life 
insurance needs. They think merely 
of names instead of situations. Mr. 
Adams said, “The Jones new baby may 
be simply natural biology to such a fel- 
low, but it’s new business to you.” 

There was a managers’ luncheon at 
noon, presided over by Mr. Irish. 

Baldwin Presides 

Agency Superintendent Baldwin pre- 
sided at the second day’s business ses- 
sion. J. H. Wood, San Francisco, and 
A. A. Delapp, Chicago, spoke on the 
practical business value of the C. L. U. 
designation. J. Everett Hicks, Boston 
manager, reviewed his quarter of a cen- 
tury with the company. 

Under the general head of “The Ro- 
mance of Underwriting,’ there were 
talks on the various phases of the ac- 
ceptance and rejection of risks by A. 
Thomas Lehman and H. J. Southern 
of the actuarial department; J. A. Rich- 
ards, Canadian manager Retail Credit 
Co., and J. B. Drummond, medical di- 
rector. 

Mrs. W. R. Chapman, of Bethel, Me., 





told in a moving and convincing way of 
the benefits of life insurance from the 
standpoint of a beneficiary. W. D. 
Spencer, insurance commissioner of 
Maine, paid a tribute to the Union Mu- 
tual as its home state supervising offi- 
cial, complimenting it especially upon 
the selection of agents. 

Mr. Baldwin gave a sales talk on 
the Union Mutual’s new insurance an- 
nuity, saying that by the right presenta- 
tion there can be created in the mind 
of the prospect a difference between 
paying life insurance premiums, and 
saving money for old age. David J. 
Sprague, Boston, said that if the Town- 
send plan has done nothing else it has 





made clear the need and desire for old 
age protection. 
L. J. Doolin, Sales Research Bureau, 


conducted the Tuesday managers’ 
meeting. 
Tuesday evening’s banquet was a 


brilliant and successful affair, attended 
by nearly 250. Vice-president Irish 
wielded the gavel. The speakers were 
Louis J. Brann, governor of Maine; 
Rollin M. Clark, first deputy of the New 
department; J. Marshall Holcombe, Jr., 
manager Sales Research Bureau, and 
H. J. Burridge, THe NATIONAL UNDER- 
WRITER, 

There was a soft ball game Tuesday 
afternoon between the agents and home 
office staff. Charles N. Cutter, Nashua, 
N. H., was captain of the agency team 
and C. Q. Lane captained the home of- 
fice aggregation. The agents won 7 
to 5 with the assistance of Referee 





David J. Sprague of Boston. 








SALES MEETINGS 





Midland Mutual Will Hold 
Thirtieth Anniversary Meet 





The Midland Mutual Life of Colum- 
bus, O., will hold its 30th anniversary 
convention at Hot Springs, Va., July 
30-31. The Mayfield & Bowen agency 
at Indianapolis will send at least 10 
producers who qualified for the meeting. 

The Midland Mutual began business 
in 1906 and closed its 30th year with 
approximately $25,000,000 in assets and 
$105,000,000 business in force. In 1936, 
new paid life insurance increased about 
20 percent the first six months, with a 
larger increase in annuity sales, com- 
pared to the same period in 1935. Busi- 
ness in forcce has also shown a net gain 
in each of the past 10 months, totaling 
more than $3,000,000. 


Minnesota Agency Rally 


The Minnesota state agency of the 
Kansas City Life at Minneapolis will 
hold its annual convention at Lake 
Minnetonka, July 31-Aug. 2. One of the 
principal speakers will be Dix Teache- 
nor, million dollar producer of the com- 
pany in the Kansas City agency. ; 

The following home office officials will 
attend: Walter Cluff, educational direc- 
tor: C. N. Sears, secretary; C. P. Car- 
roll, vice-president, who is also a mil- 
lion dollar producer; Dr. J. E. Bee, as- 
sociate medical director, and J. A. Bud- 
inger, actuary. 





Protective Life Cruise 


Protective Life of Birmingham is 
holding a 12-day tropical cruise for 
agents qualifying for its Protective Club. 
The party will sail from New Orleans 
July 29 on the Standard Fruit S. S. Con- 
tessa and spend several days in Havana 
and in the Canal Zone. From Panama 
a jungle trip by river barge to a ba- 
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nana plantation will be made. The re- 
turn to New Orleans is scheduled for 
Aug. 10. The cruise will be under the 
direction of S. F. Clabaugh, president; 
A. C. Wellman, vice-president, and T 
J. Hammer, director of agency service. 





Northwestern Mutual Features 


MILWAUKEE, July 9.—Strickland 
Gillilan, Washington columnist and hu- 
morist, will speak at the banquet of 
agents of the Northwestern Mutual Life 
July 21 in connection with the annual 
convention here, on “Be, and You'll 
Do.” P. H. Evans, vice-president and 
actuary, will be toastmaster. F. N. Tor- 
now, Buffalo, will award the attendance 
trophy to the agency with the largest 
total mileage, based on distance multi- 
plied by the number of agents attending. 

Mrs. M. J. Cleary will be hostess at a 
luncheon and entertainment for ladies 
July 20. The company will give a lunch- 
eon the next day, followed by a business 
session with Mrs. E. T. Proctor, Nash- 
ville, Tenn., as chairman. Speakers will 
be Mrs. Ben H. Badenoch, Boston, “The 
Wife as Partner,” and U. H. Poindexter, 
assistant director of agencies, “What 
Life Insurance Does for Womankind.” 





Regional Meets-on Coast 


W. T. Grant, president Business 
Men’s Assurance, will conduct a series 


of regional sales conferences in the 
west. 
Southern California salesmen will 


meet with Mr. Grant in Los Angeles 
July 18, and northern California repre- 
sentatives in San Francisco July 25. 
Other meetings will be at Astoria, Ore., 
July 31-Aug. 1, for Oregon and Wash- 
ington, and at Salt Lake City, Aug. 7-8. 
G. J. Tritch of the sales department will 
assist Mr. Grant. 


Cramsie-Laadt Field Day 


Cramsie-Laadt & Co., Chicago gen- 
eral agent Northwestern National Life, 
will hold an outing July 15 at Sports- 
men’s golf club northwest of Chicago on 
Dundee road. This will wind up the 
“driving contest” staged in June, in 
which a substantial volume of business 
was written. This will be the fourth an- 
nual field day. There is a cup for an- 
nual competition for low gross score in 
the golf tournament, and other prizes 
will be awarded. Jack Kruger is man- 
ager of the life department of the 
agency. 


Need Additional Insurance 


The Prudential has made a survey 
showing that there is a definite need for 
additional insurance among its policy- 
holders to provide industrial’s basic 
service of taking care of burial costs. 
There is also an unreasonably large 
number of policyholders without either 
intermediate or ordinary protection. 
Analyzing 480 claims it was shown that 





Companies Whose 
Status Has Changed 





The Unique Manual-Digest publisheg 
by THE NATIONAL UNDERWRITER gives the 
following information regarding com. 
panies whose status has been changed 
during the year: 4 

Acme_ Life—Austin, Tex., Reinsured _ 
United Fidelity Life, Dallas, early 1935, | 

American Life—Denver, Colo., Rein.” 
sured in United Benefit Life, Omaha, 7 
Neb., 1935. 

_ American Savings—Indianapolis, Re. 
insured in American Central, Indianap. 7 
olis, December, 1935. 

Bank Savings—Topeka, Kan., Rein. 
sured in Victory Life, Topeka, 1935. 

Beacon Life—Tulsa, Okla., Reinsured 7 
in Atlas Life, Tulsa, 1935. 

Brooklyn National—New York, Com. | 
bined with United States Life (N. Y) 7 
early 1935. 4 

Buffalo Mutual — Buffalo, Reinsured — 
in Union Mutual, Portland, Me., Nov, 
1935. k 

Continental Reserve Mutual—Hoys. © 
ton, Tex., Receiver appointed Feb., 1936, — 

Detroit Life—Reinsured in Life Ins, — 
Co. of Detroit, Feb., 1936. 

Great Republic—Los Angeles, Cal, — 
Conservator appointed in 1934. 

Hamilton National—Los Angeles, Re 
insured in Occidental Life, July, 1935, 

King Mutual—Edenton, N. C., Rein- 
sured in North Carolina Mutual in 1932, 7 

Mutual Old Line—Des Moines, Ia, ~ 
Reinsured in Union Mutual, Des Moines, 
early 1935. 

Royal American— Houston, Texas, 
Reinsured in Southern Standard, late 
1935. : 
Public National—Joplin, Mo., Rein- 
sured Public National, Little Rock, Ark, 
Oct., 1935. j 

Texas State Mutual—Dallas, Rein- © 
sured in Texas State Life, Oct., 1935. — 

Trinity Life—Fort Worth, Reinsured © 
in Gulf States Security Life, March, © 
1935. 

Union Mutual—Des Moines, License | 
revoked, March, 1936, now in hands of 
Iowa department. ; 








$219,706 was paid on industrial and 
$39,467 on ordinary and intermediate, 
while $94,174 was paid by other com ~ 
panies. This makes a total of $353,34. | 
The burial expenses of 480 policyhold-~ 
ers totaled $172,826. On 146 claims of 
30.4 percent, the amount of insurance 
was insufficient to pay burial expenses, 
while on 221 claims, or 46 percent, the 
beneficiary was left with $100 or less | 
after paying burial expenses. 

The Prudential points out that prob - 
ably a third of industrial policyholders 7 
are still inadequately protected against” 
the bare cost of death. This meats | 
there are production opportunities ™ 
each debit. 


Believes in Regimentation 
James H. Brennan, manager of the | 
Fidelity Mutual Life agency in the Com — 
way building at Chicago, came up from 
the producing ranks and developed into 
the leading agent of the company in te” 
big city. His experience as a managet ” 
is interesting. Mr. Brennan feels that 
he has made a mistake in not attempt” 
ing to guide and direct agents as he 
should. He believed that every maf 
would do his utmost, would be consciete— 
tious in the use of time, would work | 
hard without prompting but finds that” 
most people need constant supervision 
and direction. He therefore is puttig” 
his agency on a new basis whereby a: 
men will be subject to orders. They 
will have to keep regular hours and for 
low directions as to canvassing, etc. Mf 
Brennan is meeting with success 1 his 
organization. ; 


Lauer Agency Is Leader 


The Matthew J. Lauer agency of the 
Continental American in New YO 
City led all the agencies of the com 
pany for the first six months of this ye | 
in. volume of insurance and in a, 3 





miums. 














































